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NEW “SUPER 38" PERIMETER DIFFUSER 
18” long. BIG 38 inches free area. Rugged 
High Impact Polystyrene face. Wide spread 
using air pattern. Decorator styling. 
tone beige finish. 


WORLD’S| MOST COMPLETE LINE OF REGISTERS, GRILLES, DIFFUSERS 


NO. 188 SERIES BASEBOARD 


NO. 20 SERIES REGISTERS AND GRILLES PERIMETER DIFFUSER 
Sidewall or baseboard. 4-way control of air Finest available. Easy, fast to install. , 
pattern. Positive, easy Adjusto-Stop balancing Patented Rotary Damper permits consistent cae 
at register face. 2-tone beige finish. Full range air pattern. Adjusto-Stop balancing. Variety of ve" 
of sizes. sizes. Beige prime coat finish. 


ROUND AND SQUARE CEILING DIFFUSERS 
to 50% greater free area. Decorator 

styling. 2” width Air Flow rings deflect air 

along ceiling with minimum resistance. Wide te 

outer “‘anti-smudge’’ ring . Sponge rubber 
gasket. Satin beige’ prime coat finish. 

Many sizes and styles. 


ROUND AND SQUARE CEILING 
DIFFUSER DAMPERS 
Rattle-free operation under extreme air velocities. Adjusto- 
Stop balancing at diffuser face. Unique nylon screw-type 
operator opens or closes dampers with ease. 


NO. 170 SERIES BASEBOARD 
PERIMETER DIFFUSERS 
Compact. Exclusive “Air-Sweep”’ styling. fang the in. free 
area. Factory-set tos a 4 different one . Adjusto-Stop 
damper for easy atancing at face. z 
2-tone bei beige or chrome plated | 
nish. Many sizes. NO. 15 SERIES 

SIDEWALL PERIMETER DIFFUSERS 
Flared top section. Curved damper. Wide 
fan-shaped air pattern. Modern styling. 
Sponge rubber gasket. In 2 sizes. ge 
prime coat or metalescent finish. 


NO. 25 SIDEWALL 

PERIMETER DIFFUSER 
Factory-set for wide fan-shaped 
ait pattern. Fully adjustable to meet 
special installation requirements. 
Customer-approved styling. 2-tone 
beige finish. Baseboard type also 
available. 


NO. 150 SERIES 

ECONOMY FLOOR DIFFUSER 

Ideal for projects or where low cost is prime factor. One piece 
heavy-gauge steel face. Dial operator. Adjusto-Stop balancing. 
Locked volume setting. Sierra-Brown enamel finish. 5 sizes. 


REGISTERS AND GRILLES Exclusive Multi-Louver Valve 


w cost. 3%” projection at base. ay ~ butterfly-type 
Adjustable fins. Adjusto- Stop bal- NO. 333 RETURN AIR GRILLES Shallo-Valve for positive air-volume 
ancing. Easy toinstall. Metalescent Low cost. Exceptionally large free ‘strong one piece face. control. Assures even air distribu- 
or beige prime coat finish. area. One piece heavy gauge steel = Many sizes. Beige prime” san tion. Advanced shallow design. A\ 
Various sizes. construction. Metalescent or beige finish, justable deflection bars. Available i 
prime coat finish. Many sizes. reg 4-way or 2-way air pattern controle , 


Variety of styles, sizes and types. 


Many other styles and sizes of Registers, 
Grilles and Diffusers are illustrated 
and described in Air Control's 

new Catalog 60-AC. 


=. NO. 42 
+ FLOOR DIFFUSER 


vanes reduce air resistance. Stream- 


-] lined valve. Extra strong construction Fora FIREE copy of Catalog 60-AC 
amply-spaced frets. Easy-to- oo Many sizes. Metalescent or oak finish. 

operate dial operator. Variety 
of sizes. Oak or 
Metalescent finish. 


clip this coupon to a postcard and mail to 
AIR CONTROL PRODUCTS, INC., 160 Center St., Coopersville, Michigan 


NAME £ 


SHEET METAL SCREWS 

New SPEE-D hex washer head screws “drill 
their own hole’. Cut labor cost in half. 
Drive chuck is key to operation. 4 sizes. 3 


packs. 1 finish. Low cost sheet metal (tap- 
ping) screws also available. 


ADDRESS 


Asheville, N. Carolina, another new subsidiary of Air Contro! Products, Inc. Sales, Engineering and Advertising Offices: Coopersville, Mich. West Coast 
Warehouse: Leigh industries (California), Inc., 649 S. Anderson St., Los Angeles, California. Made in Canada by: Leigh Metal Products Ltd., 72 York St., 
London, Ont. Prairie Provinces Affitiate: Leigh-Tornel Distributors Ltd., 549 Archibald Street, St. Boniface, Manitoba — Copyright 1960-ACP, Inc. 
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Sundstrand 


backs America’s 

| 
bad 


Sundstrand service and genuine parts 
assure reliable burner performance, 
fewer service call-backs all winter long 


precision built into every Sund- 
strand fuel unit. And, only fac- 
tory-trained service specialists 
using genuine parts restore the 
just-like-new performance and 
reliability of Sundstrand fuel 
units. 

You save in the long run too. 
Costly service call-backs caused 
by inferior parts or a poor repair 
job are eliminated. With Sund- 
strand certified service one call 


ner 


CERTIFIED. SERVICE 


More than 80 Sund- 
strand certified serv- 
ice stations across 
the country display 
this sign. Look for 
it, it's your assur- 
ance of reliability. 
List of dealers avail- 
able on request. 


You’ll be dollars ahead this fall 
if you have the Sundstrand fuel 
units you service checked and 
overhauled at a Sundstrand cer- 
tified service center. 

Here’s why. Only genuine 
Sundstrand parts are made to 
match the original quality and 


does the job. 

For fast, economical mainte- 
nance and increased customer 
satisfaction all winter long, back 
the performance of your Sund- 
strand-equipped burners with 
certified service and genuine 
Sundstrand parts. 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, Ill. - Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; 
in Sweden by Sundstrand Hydraulic AB Stockholm; 
in France by R. S. Stockvis et Fils, S. A. 20-22 Rue Des Petits-Hotels, Paris 
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Century Electric motors designed for the air con- 
ditioning and warm air heating industry help reduce 
costly service calls. Here are a few of the features 
that give quiet, dependable operation. 


QUIET BECAUSE cushion base has resilient 
rings which keep motor from metallic contact with 
base. Result: reduced transmission of sound vibra- 
tions. 


QUIET BECAUSE it has sleeve bearings. The 
shaft floats on a film of oil. You can pull the belt 
up without getting any bearing rumble. 


QUIET BECAUSE rotor bars, end rings and 
fans are all integrally cast of aluminum. Rotor is 
dynamically balanced to assure extra smooth oper- 
ation. 


DEPENDABLE BECAUSE lubricating method 


Why Century Electric motors 
give quiet, dependable service 


CENTURY ELECTRIC COMPANY 


Century Electric fhp motor installed on double entry blower, 


is designed to withstand warm air furnace operat- 
ing conditions. 


DEPENDABLE BECAUSE insulation consists 
of bonded paper and ‘“‘ Mylar” slot cells and high 
temperature baking varnish. Result: high mechan- 
ical and dielectric strength. 


DEPENDABLE BECAUSE of features like 
trouble-free governor; automatic thermal overload 
protection; positive grounding strip on cushion 
rings and pressure cast aluminum bearing brackets. 


Also available: Two-speed motors for combi- 
nation heating—air conditioning units; and 56- 
frame motors when half horsepower capacity and 
larger is required. For more information contact 
your nearest Century Electric Sales Office or 
Authorized Distributor. 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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Thumbing Through 
This Month's Artisan 


. we find 
construction problems of a 
multi-purpose ductwork  sys- 


tem described and how they | 


were handled as a joint ven- 
ture undertaken by two sheet 
metal contracting firms. 
Twenty-two individual air 
distribution systems are em- 
ployed to supply year ‘round 
air conditioning to the ex- 
hibition hall at the new Chi- 
cago Exposition Center which 
will be opened this month. 
Massive Air Distribution Job 
at Chicago Exposition Cen- 
ter Gets 
scribes in detail the fabrica- 
tion and _ installation tech- 
niques used to erect ductwork 
36 ft above the exposition 
floor and to keep ahead of 
construction schedules that 
had to be met to comply with 
commitments made by the 
Center's management. 


Radiation 


... through picture 
windows and how it effects 
heat gains is described in 
What to Do About Heat 
Gain Through Picture Win- 
Statistics based on re- 
search at the University of 
Illinois provide data on the 
gain from solar radiation en- 
countered with windows of 
different types in various 
sizes. An explanation is given 
of how air diffuser location 
and zoned systems can be 
used to control room tem- 
peratures in cases where this 
situation was neglected at the 
time the initial design of the 
air distribution system was 
planned. 


dows. 


Training 


salesmen 
to reach maximum effective- 


ness in a minimum of time is 


AT-A-GLANCE 


Final Touches de- | 


Here's why 


TANK GAUGES 


are tops in sales and performance 


Red indicator and large, non- 
fogging calibrated scale provides clear, 
visible reading from any angle. 


HEAVY DUTY CONSTRUCTION — 

Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc base 

bly. Withstands 70 Ib. air pressure 
per sq. inch. Fully guaranteed. 


FOOL-PROOF MECHANISM — 
Simplified lever-type action. 


weer ovt. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Bakelite. Absorption-proof. Resists 
oils, alcohol and other chemicals. 


EASY TO INSTALL — 


Install quickly and 
easily, even in 
partially filled tanks. 


FITS ALL TANKS — 


Factory adjusted to fit all tanks 
up to 12° deep with standard openings 


Fastest selling in the industry, Sentry AT-A-GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 


Brochures and Counter Displays available. = 


the editor’s 


1) ACCURATE, DIRECT READING — * 


No magnets, gears, coms or springs to 


Triple coated with phenolic base 


of (Model D-2) or 12" (Model D-1'/2). 


SENTRY Superior Quality THERMA-GAUGE \ 


Similar to the standard AT-A-GLANCE gauge above, 
but features a solid red thermometer type indicator 
ond a two-piece die cost plug-nut assembly which 
permits simplified tonk i llation. 


STOVE AND SPACE 

HEATER GAUGES 

Several models with accurate, 
easy-to-read indicators to fit 
all tanks. Also models for 
small tanks such os power 
mowers and ovtboard motors. 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
oat delivery fill pipe. 
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Here’s A Sales Training Pro- 
gram That Builds Confidence, 
Stimulates Interest, Defines 
Responsibilities. In this first 
of a two-part article, the au- 
thor tells the way his com- 
pany orientates a new sales- 
man to produce a clear under- 
standing of the salesman’s 
responsibilities and how his 
work is related to the work 
performed by other employ- 
ees and other departments. 
The article explains how a 
salesman is encouraged to 
concentrate his energies in 
those phases of his work that 


will count most. 


Quiet 


.. . ait conditioning 
systems that will meet the 
American Artisan’s “good” 
Cooling Standards Rating are 
explained in What Is a Quiet 


| Air Conditioning System? A\- 


though considerable progress 
has been made by manufac- 
turers in reducing noise levels 


| of equipment, the dealer- 
| contractor must be 
| evaluate the requirements of 


able to 


each situation in order to 
determine what kind of 
equipment to use and how 
to install it. The article points 
up likely trouble spots and 
tells how to handle them in 
order to assure quiet installa- 
tions. 


Like Artisan’s New 
Makeup? Let Us Know 


I GUESS ALL OF US will agree 
that improvement of any 
product is based on a con- 
tinuous desire to better serve 
our customers. This is cer- 
tainly true with American 
Artisan, and as you read 
through this month's issue 
you'll note a change in the 
arrangement of articles. 
We've grouped the articles 
dealing primarily with sheet 
metal fabrication and erection 
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“S” OR DRIVE 


Times 


THAN MANUAL FORMING 


taken from actual 


year after year. More information? Ask us. 


CLEATS... 


: THE one, 
PRODUCES ALL FIVE OF 
THESE SHAPES... 


T-connection—with a single 
set of ouxiliaty rolls by 


tien. The Cleatformer 
is versatile, it's fast 


With the Cleatformer, you turn out more work faster . 


.. using fewer men...cut cleat 
fabrication costs to the bone. Best of all, it’ll turn out extra profits for you, day after day, 


manufactured by 
THE LOCKFORMER COMPANY 


4615 West Roosevelt Road, Chicago 50, Illinois 
In Canada; Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 


Dept. a, 


Makes both “S" and drive 
cleats with no changeover, 
But, it's more than just on 
and drive machine” 
.. the Cleatformer will 
produce 3 additional 
shapes—right angle flange, 
standing seam and 


merely shifting a guide pesi- 


. it’s money-moker, 


BAR FOLDER CLEATFORMER | 
CLEATS 125 1200 IFO RN I R 
pRIVE CLEATS 
LONG 250 2\00 | 
1 cleats made on the Cleatformer haveo 
hem on both edges for added strength, for c = 
: handling ease and safety: greater stiffness- Ge 
2 Cleats of ony length can be rolled 
on the Cleatformer no limit. 
| 
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into one section. We've even 
prepared a special page (43) 
to identify the beginning of 
this section. 

It's always our desire to 
better serve our readers that 
prompts us to make changes 
of this nature. Let us know 
how you like — or dislike — 
what we've done. It is our 
belief that by grouping the 
sheet metal articles, we have 
made American Artisan easier 
to use and more valuable to 
you. 


Changing Markets Seen 
In Decade Ahead 


Now THAT THIS year's busi- 
ness is history, you may want 
to give some thought to the 
early ‘60s in your business 
planning. 

Population growth, in- 
creased productivity and 
other trends are likely to 
make it a major boom period, 
in the opinion of economists 
for the Chamber of Com- 
merce of the United States. 
They point out that it will 
be a period marked by big 
changes in tastes and needs. 

The businessmen who 
profit will be those alert to 
the new trends. Here are 
some likely developments 
that may give you clues for 
your market research: 

Increasing demand for bet- 
ter taste and quality in furni- 
ture, houses and other prod- 
ucts as the number of high | 
school and college graduates 
increases; bigger sales of 
products for teen-agers and 
the aged as these two groups 
grow faster than the rest of 
the population; more spend- 
ing on luxury goods and 
recreation as incomes and 
educational levels rise; 
changes in the relative im- 
portance of regional markets | 
because of industrial de- | 
velopment and _ population | 
shifts. 

All of these factors will | 
have an effect on heating and | 
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air conditioning dealer-con- 


| tractors and sheet metal con- 


tracors. The 1960 census 
will provide much data that 
will be a helpful to the small 
businessman. The Bureau of 
Census suggests that small 
businessmen study the data 
as it is reported and adjust 
their businesses accordingly. 

The bureau further sug- 


| gests that if an individual is 
unable to apply the data to 


his own business operation 
that he contact local market 
research consultants or ad- 
vertising agencies for help in 


making full use of the in- 


formation. 


Sounds like good advice to 


| me. 


_ Any of These Phobias 
| Curtailing Your Sales? 


WHILE ATTENDING the New 


_ York State Sheet Metal Con- 
| tractors’ convention, I heard 


Ira B. Reed, supervisor of 
heating, Iroquois Gas Corp., 


| outline the weaknesses char- 


acteristic of some dealer- 
contractors’ sales representa- 


_ tives. Then he explained how 


| 2) Catagel 
| of ridicule if you suggest the 
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these weaknesses could be 
overcome. Mr. Reed said: 

“Your trade is suffering 
from Phobia-itis, an illness 
which has many forms, in- 
cluding: 

1) Kakorrhaphio Phobia— 
Fear of failure if you ask 
the price for a proper heat- 
ing system. 

Phobia—Fear 


| best heating system and try 
| to sell it. 
3) Xenophobia—Fear of 
| strangers. Persons suffering 
from Xenophobia are afraid 
to meet the public. Afraid to 
explain to prospects that 
proper installations are the 
only ones a poor man can 
afford to buy. 
4) Nyctophobia—Fear of 

_ darkness. People with this 

disease quit at 4:00 p.m. 
Sharp. 


| Hor! = 
STOP 


on the PROFIT STAGE of BUSINESS 


A @ It’s the added profit, the increased dollar bd that makes your 

ss business prosperous—that makes life worth living! General Filters 

products can help you—in a BIG way! Eyery heating plant service 

x call you make is an opportunity to either instal] new units or renew 

é efficiency with General Filters products. When you look at your sparkling 

wise, 2 monthly profits column you will find GF products are the best scene 
+ stealers you have ever seen. They give a Stellarperformance every 


time—all the time! 


Rie 


NDaRD 
1A-25A 


CLEAN RIGHT 
FILTER : “Moisture-Matic’ —; Soot Remover 
>  @ Saves up to 25% in heating costs in a 
Lifetime cast iron and steel con- 800 HUMIDIFIER : 


struction protected with rust re- : Lifetime neoprene diaphragm. : © Works in every type heating plant— 
sistant plastic coating. oil, coal, gas, wood. 


e No float to stick, clog, or rust. , » 
: : Fast acting! Consumes a layer of 
e@ Wool felt cartridges (replaceable) : © Corrosion-proof molded pan. =: soot in 2 to 5 minutes. 
—trap moisture, dirt, lint; pre- Chrome-plated valve. 


. : e Safe! No flash, no flare, no intense heat. 
e Holds up to 15 “Porous Weave” 


> @ Non-corrosive; won'tharm burner parts ! 
e@ Wool felt element cleaned and : (replaceable) plates. 
bonded to center mesh core. : @ 1 year guarantee on parts. :  @ Light, eee “oy or 
: @ Installs in 30 minutes (average eee 
@ wo sizes fit all plants— : time). :  @ Use on every call; sell to customers. 
Member 
Humidifier 


Association 


Ask Your Jobber for shale GF Products 
mags GENERAL FILTERS, Inc. 


IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ont. 
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5) Aprosexia — Lack of | 
ability to hold attention and | 
confidence of prospective | 
customers. 

6) Echolalia — Senseless | 
use of words. An echolaliac | 
sells only by confusion. | 

“These are not hopeless 
maladies. They can be cured | 
by the use of special vita- 
mins: 

A-1—Adventure 

A-2—Ambition 

C—Curiosity 

E—Education 

O—Optimism 

P—Persistence 

S—Showmanship 

X—The Unknown Future 

In closing, Mr. Reed said, 
“I want to leave one more 
thought with you: The big- 
gest room in the whole 
wide world is room for im- | 
provement.” 


Cool Schools to Bring 
More Work for SM Men 


AN EXPERIMENT in Pinellas 
county, Florida, promises to 
have far-reaching effects on 
school design all over the 
country. A unique demonstra- 
tion is being conducted there 
to prove that new, fully air 
conditioned schools can be 
built at a cost no greater — 
and probably even less than | 
—non-air conditioned schools. 
Pinellas county is building 
two comparison schools — 
designed to identical educa- | 
tional specifications down to 
the last detail, by different 
architects, each striving to 
produce the maximum in | 
educational value per build- | 
ing dollar. 
When various alternates | 
involved in the bidding are 
taken into account, the com- 
parison becomes complicated, 


but is favorable to air condi- | 
tioning. T d 
The county is not building 


HEATING & VENTILATING CO. 


Since 1894 


the schools simply to estab- 
lish the fact that air condi- 
tioning can be had at no ex- 
tra cost, and even at a saving. 


10 


GUARANTEED 


... not for 5 year 
... not for 15 or 


h-Air is the gas furnace with the cast-iron heart. The 
heating element is uaconditionally guaranteed —— fo: 
limited number of exchusive franchises protect our dealers 
and we assist them with many kinds of dealer helps : 
rite today to see if a franchise ig Open for you. We'll giv 
vu the details you seed aad want — no obligation, of course 
ell also be pleased to furnish complete information on ou: 
conditioning units fot use with our heating equipment 


96 IRA AVE. 


s,notfor 10 years 
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It has other research goals 
which include a comparison 
of the two schools on the 
basis of operating expenses, 
attendance, increased use of 
school facilities, and educa- 
tional effectiveness. 

Obviously, studies of this 
kind will be immensely help- 
ful as they cover two schools 
of similar size and type in the 
same climate area and oper- 
ated by the same officials. 

Elsewhere in the US., 
more than 200 fully air con- 
ditioned public schools have 
been completed, and in many 
cases architects and education- 
al officials have reported that 
they seem to cost no more 
than non-air conditioned 
buildings, when designed for 
air conditioning at the outset. 

Air conditioned — schools 
mean more work for the 
sheet metal contractor who 
has learned the intricacies of 
fabricating the duct system 
where individual trunk sys- 
tems are used. 


Here’s Novel Way 
To Get New Members 
I'M ALWAYS GLAD to see new 
ideas put to work to help 
build association membership, 
and enjoyed hearing about 
the new approach worked out 
by the Lake County Sheet 
Metal and Warm Air Heat- 
ing Contractors’ Association. 
| This group has formed a 
“Gage Club.” To become a 
member, an association mem- 
ber or associate member must 
submit two applications for 
membership during the cal- 
endar year. If the applicants 
qualify for membership in 
the association, the member 
submitting the applications 
becomes a 30-gage member 
of the Gage Club. 

For each additional new 
member accepted in the as- 
sociation, the club member 
advances to the next grade. 
These grades follow stand- 
ard galvanized sheet gages: 


AKRON, OHIO | 28, 26, 24, 22, ete. 
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LIMA DIFFUSERS LET YOU HEAR tte kitten’s 


purr! Heavy-duty welded construction of Lima products keeps them 
whistle-free at highest air velocities. Really rigid, rugged and rattle- 
proof. Only thing you'll hear is loud praise for your whisper-quiet 
Lima installation. Cost? Not a penny higher! Send for latest Lima 
catalog of Registers, Diffusers and Grilles. 


PUT LIMA QUALITY IN HEATING-COOLING JOBS lewe REGISTER CO., LIMA, OHIO 


77. 
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To maintain membership 
in the club, a member must 
secure at least one new as- 
sociation member a_ year. 


There are no dues paid in the | 


Gage Club. 

contractor 
for membership in the as- 
sociation is equal to two as- 
sociate applications. 


When a member of the | 
club reaches the 20 gage and | 


the 14 gage grades, he will 
receive 


member. 
Special dinner parties are 
planned to honor the gage 


club members as they reach | 


the various grades. 
wrist 


member. 
A good point about the 
Gage Club is that both con- 


tractor and associate members 


are eligible for membership. 


The association now has 14 
associate members, and it will 
be interesting to see the Gage 


Club grow as these associate | 


members compete with the 


contractors to draw new mem- | 


bers into the association. 


Here's Condensed 
Recipe for Success 


IF you would succeed — 

If you would reach the top — 

Learn everything there is to 
be learned about your 
chosen field. 

Don't acquire just enough 
knowledge to get by — 

Make yourself a little better, 
a little smarter - 

A little more valuable than 
the man next to you. 


Unite Vision, Practical 
Outlook, SBA Urges 


“JAMES THURBER’S Walter 


Mitty dreamed of perform- | 


ing glorious deeds. But un- 
fortunately these deeds were 
performed only in daydreams. 
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application | 


special lapel pins. 
When he reaches the 10 gage | 
mark, he will become a life | 


watch will be | 
awarded the first member of | 
the club to qualify as a life | 


Dependable 
OUTSIDE IGRTING 


"MODERN. 


for your 
fired 


pilot lighting 


Designed for the manufacturer to 
become part of original equipment on 
all makes and models . . . the Modern 
Lighter Tube, with “push-button” pilot 

lighting from the outside, enables 

your unit to be completely safe and 
free from sometimes hazardous 
lighting practices. 
The Modern Lighter Tube carries 
further and burns more evenly 
with a minimum of pressure 

and with any type of gas .. 


ATTENTION MANUFACTURERS OF 

SECTIONAL TYPE BURNERS 

Lighters, Inc. has 

available the “Modern Carry-Over 

WRITE FOE Tube” for integral lighting of sections. 
LITER Engineered by you to fit your product. 
, Complete details and engineering 
samples available. 


MODERN 
LIGHTERS, 
INC. 


South Lyon, Michigan 


the editor’s 


notebook 
(Continued) 


| business, 

| been said that people can be 

| divided into two 

| | those who make things hap- 
= | pen, and those who watch 
| them happen. The 


| manager must be a man who 


| Small 
| states a fourth quality needed 
_ by businessmen who want to 
| improve themselves. The last 


“Daydreams don’t build a 
however. It has 


classes: 


good 


makes things happen. As you 
know, people who make 
things happen can see long- 
range, ambitious possibilities. 


: | They are not afraid of impor- 
| tant, difficult-to-reach goals. 
| But still, 


they are able to 
plan in practical and concrete 


| terms; that is, they can bring 


their vision down to attaina- 


| ble size. Such persons truly 


believe in their objectives, 
and will persist in trying to 


| reach them regardless of ob- 
| stacles. For instance, while 


they are aware of competi- 
tion, they don’t let fear of 


| competition stop them from 
| making plans.” 


That's the way the Small 
Business Administration's 
Marketers Aid 46 


statement in the paragraph 
above, “They don’t let fear 
of competition stop them 
from making plans,” certain- 
ly pinpoints the men who 


| unite vision with practical 
outlook. In fact, 
| the same businessmen who 


these are 


forge ahead of competition 
because they make plans and 


| then carry them out. 


The successful man always 


_ knows where he is going. He 
has set a goal for himself 
and has planned his ap- 
| proaches toward that goal. 
| He takes one step at a time 
_ and that step is always in a 


certain direction. We'll cover 


this point next month in this 
| column. 


Editor 
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MONEY MAKERS! 


Here is the most complete line 
of warm air heating equipment in the home comfort industry. 


GAS- 
FIRED 
FURNACES 


Upflow Downflo 
50,000 to 200,000 BTUH 75,000 to 150,000 BTUH 
Air Conditioning Furnace 


75,000 to 150,000 BTUH 


Basement 
75,000 & 300,000 BTUH 


G Grav 
Horizontal 90.000. to 145,000 BTUH 
85,000 to 150,000 BTUH 


low Downflow 
84,000 to 140,000 BTUH 84,000 to 140,000 BTU 


84,000 to 282 ,000 BTUH ace 


HEAT 
PUMPS 
AC-BR 


Outside Unit 
3&5HP 


SPLIT-SYSTEM 


RC-BR 


Supplementary Electric Heater 
8 16 Inside Unit w/Universal Blower 


4,8, 12, & 16 K.W 13,600 to 54.700 BTUH 


235.000 to 388,000 BTUH 


OIL- 
FIRED 
FURNACES 


Basement 
84,000 to 112,000 BTUH 


B-1100 1300-0B 
128, 800 196,000 BTUH 


ELECTRIC FURNACES WEATHER STATION 


Upfiow and Downflow 


41,000 to 82,000 BTUH; two models and Prestige item. The show- 
piece of a central air condition- 
2- or 3-ton Cooling, ing installation! 


5-ton ait. 


Tops in Controls, High-Profit 


Mr. Dealer: Look at the facts...look at the equipment... 
consider the advantages—and you'll see why your most 
profitable move is to an American-Standard Dealership. 
Get the facts now—call your nearby American-Standard 
Air Conditioning Division Distributor. Or write to 
American-Standard Air Conditioning Division, 40 West 
40th Street, New York 18, N. Y. 
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PLUS: packaged and split-systern air-cooled air conditioners...oil and gas 
conversion burners, “all fuels” winter air conditioners and gravity furnaces . 


Avenican-Standard and Standard® are trademarks of American Radiator 


& Standard Sanitary Corporation 


American-Standard 


AIR CONDITIONING DIVISION 
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= 
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BEST way to better plumbing and 


heating 


DODGE REPORTS are individual building project 
reports. They’re mailed to you daily. You get 
REPORTS on just the types of building you're inter- 
ested in. They tell who’s going to build what and where 
...whom to see...when bids are wanted... who else 
is bidding... who gets which awards. 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AA110 


Send me the book: “How Subcontractors Get More Work in New Construc- 
tion” and let me see some typical Dodge Reports. I am interested in the 


general markets checked below. 


House Construction General Building 
CJ Engineering Projects (Heavy Construction) 


“contracts: find more 


When you use DODGE REPORTS, you always 
know what’s coming up. You don’t depend only on 
invitations to bid. You concentrate on jobs you know 
will be profitable. 

If you do business in the new construction field, 
you need DODGE REPORTS. 
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| wl, UL 
then concentrate on those you want 

handle ..when and where 
# you want them. How? With daily j 

SEND FOR THIS FREE BOOK > J’ >. 

M4 


Mclinerny’s Waikiki 


on the grounds of the Royal Hawaiian Hotel, Honolulu, Hawaii 


35,000 Ibs. of Revere Cold 
Rolled 16 oz. Copper applied by 
Oahu Plumbing & Sheet Metal, Ltd. 


“As far as we know, this is the only specialty store of men’s 
women’s and children’s apparel and accessories in the world 
with an all-copper roof,” continued Mr. Francis F. Sen, 
President of Oahu Plumbing & Sheet Metal, Ltd. The roof 
is the batten seam type with the roof pans being prefabricated 
in our shop. The installation was made in accordance with 
recommendations made by Revere in their booklet, ‘Copper y : _ 
and Common Sense.” ENTRANCE TO THE fabulous Mcinerny Waikiki Store. Known as 
“Because of its exceptional flexibility in design we notice “The Jewel of the Pacific,” it is one of the show places of the world, 
that more and more all-copper roofs are being specified by and is in Honolulu, Hawaii. Note how copper gutters blend into roof 
architects and designers whoare seeking something different. line; also unique treatment of down spouts (arrows). 
“This pleases us because we prefer to work with copper. 
It is easily soldered, and can be readily fabricated into any 
desired shape or form. You can do such a neat-looking job 
with copper.” 
Architects, designers, engineers: Dare to design with 
copper in mind. Be the leader others will follow. Send today 
for Revere’s 110-page brochure, “Copper and Common 
Sense.” 


REVERE are AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Sales Offices in Principal Cities. Mills: Rome, 
N. Y.; Baltimore, Md.; Chicago and Clinton, 
Ill. ; Detroit, Mich. ; ; Los Angeles, Riverside and 
Santa Ana, Calif.; New Bedford and Plymouth, 
Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. 
Calhoun, Neb. 


MOST UNUSUAL ROOF EFFECT is obtained by running batten seams 
on the diagonal. Copper was furnished by Revere Copper and Brass 
Incorporated. Architect: VLADIMIR OSSIPOFF, F.A.I.A, 


Distributors Everywhere. 
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CUTS YOUR JOB COSTS THREE WAYS 


1. You eliminate flashing! Back flange of gutter 
covers and protects the edge of the roof. Saves cost 
of separate roof edge installation. 


2. You eliminate a brake operation! Each 
length of Milcor Pre-flanged Highback has the roof 
flange already formed. 


3. You finish jobs faster! Style K Gutter Hanger 
is hooked into open hem of front bead and nailed to 
roof boards, fastening front and back of gutter in one 
operation — fastest installation method in use today! 


Try it on your next job. Furnished in 4” and 5” sizes; 
10-ft., 20-ft., 25-ft., 30-ft., and 32-ft. lengths; 28 ga. 
and 26 ga. Ti-Co Galvanized Steel. See your jobber 
or write us for further information and prices. 


GUTTER 


installed with “K" hanger 


One dependable source for all your sheet-metal products 


You can stake your reputation on a Milcor Installation. 


Heating and Roof Drainage Ventilators 
Air Conditioning Equipment 
Products 
MIILCOR 


(Member of Roof Drainage Manufacturers’ Institute.) 


INLAND STEEL PRODUCTS COMPANY 
DEPT. K, 4023 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 


BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, DETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW ORLEANS, NEW YORK, ST. LOUIS 


WHAT'S HAPPENING... 


Silver Shield 
Moves Ahead 
In Four Cities 


-Mempuis, Tenn. — U.S. Hous- 


ing Administrator Norman P. Ma- 
son was the principal speaker at a 
recent dinner meeting celebrating 
the launching of a Silver Shield 
program in the Memphis area. Ac- 
cording to R. B. Buckingham, 
president of the Memphis Indoor 
Comfort Bureau, the week of Oct. 
9-15 was declared Silver Shield 
Week by Henry Loeb, mayor of 
Memphis. A number of special ac- 
tivities in conjunction with the 
start of the program were sched- 
uled to take place during the week. 

Dealer-contractors in Kokomo 
and Gary, Ind., have named Silver 
Shield action committees to study 
the Silver Shield program, the Na- 
tional Warm Air Heating and Air 
Conditioning Association reports. 
Bud Small, Small’s Heating & 
Plumbing Co., heads the commit- 
tee in Kokomo. Charles H. No- 
votny, John Novotny and Son, 


(Continued on page 22) 


Push Uniform Code 
For No. Calif. Cities 


San Francisco — To meet the 
need for modernization and uni- 
formity of heating, air condition- 
ing and ventilating codes in north- 
ern California communities, the 
Heating-Air Conditioning Institute 
of Northern California is working 
on the preparation of a model code 
designed to reflect good practice 
and assure adequate protection of 
the public. The institute’s code 
committee is studying existing 
codes and will include the best 
points of each, will recommend 
the inclusion of additional regu- 
lations and elimination of out- 
moded requirements. 
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Begin Heating Studies In 
Research Residence No. 4 


CLEVELAND — Plans for 1960-61 
heating studies in Research Resi- 
dence No. 4 at the University of 
Illinois have been finalized, accord- 
ing to the National Warm Air 
Heating and Air Conditioning As- 
sociation. These studies, developed 
by the Research Advisory Council 
and the University Research Com- 
mittee, are officially entitled “In- 
vestigations of Modulated Heating 
in a Residence with Low Heat Loss 
Per Unit of Floor Area.” Primary 
purpose of the studies is to obtain 
data on overall performance from 
the standpoint of comfort, drafts, 
flexibility and speed of response. 

In conducting the studies, sev- 
eral different types of equipment 
will be used, including a single-in- 
put gas furnace, modulated-input 
gas unit, a sequence-type electric 
furnace, and electric duct or boot 
heaters controlled by room ther- 
mostats. 

This year’s heating season in- 
vestigations are a departure from 
previous investigations, according 
to the association, in that different 
types of equipment will be used. 


Report Record 
Sales of Gas 
Water Heaters 


New York — Manufactur- 
ers of gas-fired automatic storage 
water heaters reported their sales 
in August were at the highest 
level for any single month on rec- 
ord, according to the Gas Ap- 
pliance Manufacturers Association. 
Unit shipments during the month 
totaled 279,400. an increase of 
3800 units over the previous rec- 
ord, according to GAMA. 


Therefore during the planning 
stages of the program, the Re- 
search Advisory Council received 
counsel and advice from repre- 
sentatives of the Edison Electric 
Institute, the American Gas As- 
sociation, and the Oil Heat Insti- 
tute of America. 

Although both gas and electric- 
ity will be utilized as the energy 
source during the heating season, 
the association emphasizes that it 
is impartial to fuel or energy in- 
terests. The studies are being con- 
ducted, NWAHACA says, not for 
the purpose of providing cost com- 
parisons of fuels used, but rather 
to develop data on factors which 
contribute to producing comfort 
with warm air heating systems. 


OHI Establishes Test 
For Rust Inhibitors 


New York City — Preparation 
of procedures for a general quali- 
fication test for water soluble 
heating oil storage tank rust in- 
hibitors has been completed by the 
Technical Div., Oil Heat Institute 
of America. Tank corrosion in- 
hibitors that meet OHI standards 
will be qualified by OHI and per- 
mitted to use an “OHI Approved” 
sticker, according to W. Bertolette, 
chairman of the Technical Div.’s 
committee on tank corrosion. 
The test subjects a cold rolled, 
low carbon steel specimen of pre- 
scribed size to continuous contact 
for a period of 30 days with 
synthetic sea water into which a 
sample of the rust inhibitor under 
consideration has been introduced. 
The experiment is performed in 
quadruplicate and the formation 


(Continued on page 21) 


17 


> 


% 


_Thirs-Tee 


“...make EXTRA PROFITS 
with Special Introductory 


DOUBLE-PROFIT DEALS” 


At last...a humidifier with capacity enough to 
satisfy ALL of your homeowners. Fool-proof 
and trouble-free, the SUPER-6000 Humidifier 
is easily installed during regular service calls. 
Makes you additional profits on new-home and 
replacement furnace sales. 


Over 8,000,000 homes need the Viking “SUPER- 
6000” Humidifier. Your profit potential is the 
greatest it’s ever been. When you service a 
furnace without a humidifier, point out to the 
homeowner the dangers of too-low humidity... 
and recommend the “SUPER-6000”. 


VAking PRODUCTS 


5601 WALWORTH AVE. + CLEVELAND 2, OHIO 


“At Last...you can assure your homeowners 
= DOUBLE-HUMIDITY with the 


\ 
NEW SUPER-6000 


At your Wholesalers NOW 
Double-Profit Deal *7 


Order 6 SUPER-6000 
Humidifi d 
FREE 
$132.65 
YOUR COST.... 69.00 
YOUR PROFIT* $6365 


Double-Profit Deal *2 


Order 12 SUPER-6000 
.. 


Thirs-Tee Evaporator Plates 


VALUE $297.70 
YOUR COST.... 138.00 


YOUR PROFIT* $1597° 


*Merchandise only, your profit on installation is additional. 


Manufacturers for 25 years of: 


HUMIDIFIERS « FURNACE BLOWERS « ATTIC FANS 
JET ROOM BALANCERS * BLOWER PACKAGES 
PERMANENT FILTERS 
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Sly Fox... 


HIM GET MESSAGE 
QUICK, 
WITH 


IN TEEPEE— 


KEEPS HIM 
WARM IN WINTER... 
COOL IN SUMMER! 


FOR LITTLE 
WAMPUM, TOO! 


Like Chief Sly Fox... 


Sheet metal contractors everywhere are 
discovering amazing savings in time, labor 
and costs by using Auer“Perfusaire” perimeter 
registers. They have found that installation 
time is cut in half! 


Perfusaire, designed for use in or against 
plastered walls, inside or outside the base- , 
board, installs quickly...easily...without cut- 

ting or fitting. It hugs the wall without AUER “PERFUSAIRE”— the 18 inch perimeter aise 
unsightly gaps... eliminates use of fillers or og has the tid of 4 to 8 foot units for F 
moldings. It is the answer to difficult uneven 
wall installations! 


The Auer Perfusaire is equipped with a built- 
in damper to provide positive, controlled 
system balancing, making it ideal for heat- 
ing and combination heating-cooling peri- 
meter systems. 


For complete details on how you can minimize amipers. Aaaiable in 2% x 14 inch size and in sigh 
installation time and increase profits with dard 6 inches-wide, 10, 12 and 14 inches long. 
Perfusaire, ask for Bulletin P-54. ; 


“REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6602 CLEMENT AVENUE e@ CLEVELAND 5, OHIO 
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THE AUER REGISTER COMPANY 


The more crimping you have to do, the more satisfied you will be 
with Weirkote Zince-Coated Steel. There’s no peeling, no chipping, 
no flaking. Work it to the limits of the steel base itself and the 
zine coating remains intact assuring you of the complete corrosion 
protection that only zine can give. Weirkote is made that way— 
to retain its protective zine coating no matter how tough the 
forming and bending operations. A Weirton representative will 
gladly supply full information on Weirkote—another fine 
product of the Weirton Steel Company, Weirton, West Virginia. 


Look for the STEELMARK 
he products you buy; 
Weirton, West Virginia 


Weirton Steel is a division of NATIONAL STEEL CORPORATION 


Weirkote will also be available in 1961 from National’s Midwest Steel Division, Portage, Indiana. 


WHAT'S HAPPENING... 


Detroit Honors BHCB 
For Service to Public 


MEMBERS OF DETROIT BETTER HEATING and Cooling Bureau 
discuss proclamation with Mayor Miriani (second from right). 
At left is George J. Asher, executive secretary of BHCB. Charles 
A. Strand Jr., BHCB chairman, hands the proclamation to Jack 
Gorezick, a trustee of BHCB and also president of the Air 
Conditioning & Heating Contractors’ Association of Metro- 


politan Detroit 


Detroit — In recognition of the 
Better Heating and Cooling Bu- 
reau’s important contributions to 
civic welfare, Louis C. Miriani, 
mayor of Detroit, proclaimed Sept. 
25-30 as “Better Heating and Cool- 
ing Bureau Week.” In announcing 
the event, Mayor Miriani called 
attention to the bureau’s work in 
eliminating substandard _installa- 
tions of heating, air conditioning 
and ventilating systems, noting 
that the heating group has been 
successful in educating both dealer- 
contractors and building inspectors 
to the need for rigid inspections of 
home heating equipment. 

Since its founding in May 1957, 
the bureau has worked with over 
100 communities in the metro- 
politan Detroit area in the in- 
struction of heating inspectors and 
the modernization of local heating 
codes. It has developed a standard, 
uniform residential warm air heat- 
ing code, which has been approved 
by FHA and has been accepted by 


numerous local municipalities. The 
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code has not only been responsible 
for improved warm air heating 
systems, but has also been instru- 
mental in creating a greater aware- 
ness on the part of home builders 
as to the importance of heating 
equipment and its proper installa- 
tion. 

During the three years of its 
existence, BHCB has increased its 
membership from approximately 
90 dealers-contractors to close to 
300. 

The Sheet Metal Contractors’ 
Association of Detroit Industry 
Fund, a group of contractors pri- 
marily concerned with ventilating 
and commercial air conditioning 
work, has recently joined BHCB 
in its effort to bring home to the 
public the importance of selecting 
qualified dealer-contractors who 
are capable of installing warm air 
heating and summer air condi- 
tioning systems that will provide 
maximum comfort in both resi- 


dential and commercial applica- 
tions. 


(Continued from page 17) 


Chicago Delays 
OK of Gas Wall 
Heater Ordinance 


Cuicaco — Warnings of possible 
danger have stalled passage of an 
ordinance that would permit in- 
stallation of vented through-the- 
wall gas room heaters in Chicago. 

The warnings came in the testi- 
mony of John J. Aeberly, chief of 
the city Bureau of Ventilation, 
before the City Council committee 
on building and zoning. 

The ordinance is sponsored by 
the Peoples Gas Light & Coke 
Co. The heaters for which ap- 
proval is sought have sealed com- 
bustion chambers with venting 
through the wall. Officials of 
Peoples Gas said the heaters are 
safe because their combustion 
chambers are sealed off from the 
space they heat, and their air is 
taken in from an outside intake 
and vented through a horizontal 
outside exhaust. 

However, Mr. Aeberly warned 
that such horizontal exhausts could 
burn children at close range in 
narrow passageways at low level. 
Fumes from large heaters also 
could be wafted by air currents 
into occupied space, he cautioned. 

The committee on building and 
zoning recessed the meeting until 
the ordinance is modified to pro- 
vide for more specific regulations. 


Test Oil Storage Tank 
Rust Inhibitors 


(Continued from page 17) 
of any rust, which may show up 
in a number of ways, is evidence 
of failure of the inhibitor to pass 
the test. 

To date, inhibitors used by six 
major oil suppliers have been 
approved according to OHI tech- 
nical committee standards. 

(More news on page 22) 
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For all your sheet metal assembly 
requirements, specify USA-made 
Southern Screws for faster, surer, 
more economical installations. 

Your Southern Screw distributor 
will act as your stock room as well 
as your supplier. He'll show you 
what fast service really means when 
you call him for your fastener needs. 
Get Southern Screw’s new, free AC- 
TUAL SIZE CHART for MA- 
CHINE SCREWS and TAPPING 
SCREWS — a valuable reference 
guide for your office or shop. Avail- 
able now, only through your South- 


ern Screw distributor. 


Manufacturing and Main Stock in 
Statesville, North Carolina 
Warehouses: New York © Chicago * Dallas * Los Angeles 


Your best source of 


standard fasteners 
for metal ...1$ 


Machine Screws 
Screws * Stove Bolts * 
Hanger Bolts * 
Screws * Continuous Threaded 
Head styles in: 
Hexagon, Hex Washer, Fiat, 
Pan, Binding, Truss and 


& Nuts 
Drive 
Carriage Bolts 


Tapping Screws * 
Ww 


Screws * 
* Dowel 
Studs * 
lips; 
Oval, 


Slotted and Phil- 
Round, 
Fillister. 
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WHAT'S HAPPENING... 


(Continued from page 21) 


Advisory Committee 
Studies LA Code 


Los AncELEs — Organizations in- 
terested in the preparation of a 
new heating, ventilating and air 
conditioning code have been in- 
vited by the Los Angeles Board of 
Building and Safety Commission- 
ers to appoint representatives who 
will serve on an advisory com- 
mittee. Among the organizations 
represented on the committee are 
the Institute of Heating and Air 
Conditioning Industries and the 
San Fernando Valley Sheet Metal 
and Heating Contractors Associa- 
tion. 


Give Silver Shield 
Action Reports 
(Continued from page 17) 

and Glenn QO. Nallinger, Apex 
Heating Shop, Inc., are co-chair- 
men heading the Gary group. Also 
serving on the Gary committee is 
Ralph J. Potesta, executive secre- 
tary of the Lake County Sheet 
Metal 


Contractors Association. 


and Warm Air Heating 

Cooperating with dealer-contrac- 
tors in Tulsa, Okla., in promotion 
of the Silver Shield program is the 
Oklahoma Natural Gas Co., which 
reports that the Tulsa Indoor Com- 
fort Bureau currently numbers 14 
and 


dealer-contractor members 


eight associate members. 


Air Distribution 
Institute Moves 
To Chicago 


Cuicaco — Executive offices of 
the Air Distribution Institute have 
been relocated at 22 W. Monroe 
St.. Chicago 3. Formerly in Cleve- 
land, the offices were moved to 
geographically centralize the ac- 
tivities of the organization. 


Study Smoke Pollution 
At Michigan State 


New York City — Smoke pollu- 
tion studies are now being con- 
ducted at Michigan State Univer- 
sity under the sponsorship of the 
Oil Heat Institute of America. The 
project is under the direction 
of Charles Pesterfield, professor of 
mechanical engineering at the uni- 
versity, who is also technical sec- 
retary of the commerical-indus- 
section of OHI’s manufac- 
turer division. 

Professor Pesterfield said the re- 
search 


trial 


will make a com- 
plete study of smoke emission and 


group 


the chemical composition of smoke 
arising from the operation of oil 
burners. The studies will continue 
for a year or more. 


Report Upward 
Trend in Steel 
Products Shipped 


CLEVELAND — Shipments of in- 
dustrial steel products in early 
September, for the first time since 
January, showed improvement 
over previous weeks, according to 
a survey recently completed by the 
Steel Service Center Institute. Rob- 
ert G. Welch, vice 
president of the institute, stated: 
“We are hopeful this upward trend 
in tonnage shipped is a signal of 


executive 


firmer sales to the metal working 
industry later this year.” 
Reduced 


relaxed interest rates, and a pick- 


customer inventories, 
up in expenditures for government 
projects were among the items 
more frequently mentioned by re- 
spondents to the survey as contrib- 
to better condi- 
When questioned about in- 
ventories in the hands of steel con- 


uting business 


tions. 


sumers. most institute members in- 
dicated that excessive stocks are 


disappearing. 
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with a 

high styled line 

in sizes 

to meet every need. 


No. VHD THERMOFLEX COMMERCIAL 

{ 3 REGISTER AND GRILLE. A register that 

ag does everything better. Is aero dynam- 

2 ically correct with 11/16 inch adjustable 

ee see vanes that give positive control of throw 
and flow. 


¥ 


No. 900 OPEN TOP BASEBOARD DIFFUSER. With the grilled front which delivers air to left and 


right and more air than any other diffuser of similar size. Lengths 17, 24, 30 and 36 inches. Also made 
with closed top. 


No. 512 PERIMETER FLOOR bd 
REGISTER 

Sizes: No. 30 Y4'' VERTICAL FIN 

2/4 x 10 4x10 6x10 SIDEWALL DIFFUSER 

Ve «12 4x12 6x12 Comes in any size from 6x4 

x up. Also made with !/2" vertical 

4x14 fins in similar sizes. No. 800 SIDEWALL PERIMETER DIFFUSER 
JOBBER HELPS THAT MAKE SALES The most efficient and attractive sidewall per- 
Midco’s Jobber Merchandising plan is unsurpassed imeter register on the market, with volume ad- 
and some good areas are still open. Jobbers write justment control and furnished in 10"x 6", 
at once for full particulars. 12"x6" and 14"x6". Patent No. DI79-140. 
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Makers of over 6000 different register units : 


WIDEST SHEET SELECTION EQUIPMENT NEEDS 


At Ryerson you choose from the nation’s largest and Maybe a newer, better tool can 
effect more economical, more 


most diversified stocks—available to meet > 
your most exacting needs. productive operation. Ryerson has 
a complete selection and specialists 

who know your problems. 


DEPENDABLE DELIVERY 
Fast shipment on all your requirements 
—finest care in handling and packaging. 
Any quantity —when you need it. 


TECHNICAL HELP 

Your Ryerson representative gives you an 
unbiased recommendation—helps you select 
the best material for each job, whether 
carbon or stainless steel, aluminum or PVC. 


SUPPORTING MATERIAL ©YS, she e BE "METALOGICAL” 
cks All of Ryerson'’s many advantages add up 
to this assurance: Optimum Value for Every 
Purchasing Dollar year in and year out. 
So be “Metalogical” —Call Ryerson. 


Rod, bar, tubing, angles, beams, 
hexes, squores—everything 
necessary to do a complete job 
is available at Ryerson. 


STEEL*ALUMINUM * PLASTICS METALWORKING MACHINERY 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the <Q Steel Family 


PLANT SERVICE CENTERS: BOSTON * BUFFALO * CHARLOTTE © CHICAGO © CINCINNATI * CLEVELAND * DALLAS * DETROIT * HOUSTON * INDIANAPOLIS 
LOS ANGELES * MILWAUKEE * NEW YORK © PHILADELPHIA © PITTSBURGH * ST. LOUIS * SAN FRANCISCO * SEATTLE * SPOKANE * WALLINGFORD 
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oF tubing, Pipe ang fittings. 
Aluminum 
Duct sheets, building sheets, and many 
ra and ©mbosseg Sheets. Rod, ba, and 
= drilling, Grinding, Welding, ete, 
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Breakthrough in Apprentice Training 


IN ALMOST EVERY DIRECTION that a person 
turns today, he seems to be faced by a multitude 
of problems and tensions. Even television and radio 
commercials are capitalizing on this situation. The 
sheet metal industry is no different than any other 
— it’s faced with a number of problems, of which 
the training of apprentices is not the least. 
Apprentice training on both the national and 
local levels has two major problems: 1) To pro- 
duce a highly skilled mechanic with a background 
that will enable him to continue to develop his 
skill at all phases of his work, whether it be at the 
job site, layout bench or fabrication in the shop; 
and 2) To train enough graduate mechanics to replace those leaving the in- 


dustry because of retirement and other reasons, plus those needed to handle 
the work load that increases each year. 


The second problem — that of training enough journeymen — is being 
worked on at the local level to meet today’s needs. 


The first of thse problems — that of training highly skilled journeymen 
— has taken a giant step with the development of a new type apprentice 
training program by the Kansas City Joint Apprenticeship Training Com- 
mittee. This group consists of representatives from both the union and the 
sheet metal contractors’ association. They have prepared an extensive train- 
ing course that will enable other local joint apprenticeship committees to 
speed up the training of apprentices. 


The basis of this training program, which has been tested by the 
Kansas City committee, is a unique training manual. It utilizes drawings that 
make it easier for apprentices to see the shape of sheet metal fittings being 
developed, and simplifies the various steps involved in the development of 
the straight lines and contours required to produce a finished sheet metal 
part that is accurate in both shape and dimensions. 


Completion of this model joint apprenticeship training program is ex- 
pected within the next few months, and at that time it will be made available 
to similar training groups and committees throughout the country. The pro- 
gram will be supervised through the National Joint Apprenticeship and 
Training Committee made up of Sheet Metal and Air Conditioning Con- 
tractors National Association members and representatives of the Sheet 
Metal Workers International Association. 

Solution of the problem faced by sheet metal contractors in securing 
good layout men will have progressed a long way when this program begins 
to turn out the highly skilled men needed for fast and accurate layout work. 


Apprenticeship training is a costly undertaking by an employer; how- 
ever, it’s an investment upon which a full return can be expected when new 
and modern techniques are employed to develop the high degree of skill 
required in today’s competitive market. 
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SOURCES of sales prospects are explained in detail to new salesman 


by sales manager John Hensel {left) 


Here's A Sales Training Program That 


e Defines Responsibilities 


e Builds Confidence 


e Stimulates Interest 


Every sales program should be designed to impart con- 


fidence in the person starting a sales career and elimi- 


nate misunderstandings to keep his mind open to learn- 
ing and training 


By W. Ed Bogen 
Bogen Inc. 
Columbus, Ohio 


WE REALIZE that a salesman is as 
good as his training. That’s why 
we have a prescribed program for 


new salesmen who join our com- 
pany. Once a man has been inter- 
viewed and hired, we use a four- 


phase training program. This pro- 
gram consists of: 1) orientation, 
2) job analysis, 3) engineering, 
and 4) product knowledge and 


presentation. 
Under the first heading of “ori- 
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PRICING INFORMATION and 
office handling of sales col- 
lections are explained by 
staff that daily handles these 
functions 


entation.” we try to familiarize 
him with our company. 

Every company has many attri- 
butes very few of which are ever 
brought up or pointed out to a 
new salesman. If a company did 
not have these, they would not be 
in business (or at least not very 
long). Full advantage of these 
attributes should be taken to make 
a salesman aware that he has just 
gone to work for the best heating 
and air conditioning company in 
town. 


Tell Company History 
To help do this, the history of 


the company should be brought to 
his attention by telling him how 
long the firm has been in busi- 
ness. In our case, we're an old 
established and busi- 
ness, and we point to the transi- 
tions the company has gone 
through because this background 
is very important to a salesman — 


successful 


he sees growth and progressive 
management at the helm. He notes 
that aware of 
changing times and is willing to 
change with these times and not 
get into a rut. 


management is 


The growth of the company is 
insured with this policy in effect. 


In our particular case we take ad- 
vantage of this and tell all new 
personnel that our company has 
been in business for 38 years and 


that we have grown from five peo- 
ple to a present staff of 70. 

We point out details of this 
transition. How we started with 
gravity coal-fired furnaces, then 
to gas and oil-fired forced air sys- 
tems as they became leaders. Then 
into 


summer air conditioning 


when it began to grow. 


This approach points up the 
vertical expansion of the industry 
and our company. Tell a_ story 
which will impart confidence in 
the man starting on a new career 
in a strange new field. It’s natural 
for a newcomer in an industry to 
have some misunderstandings and 
anything which can be done at the 
start to eliminate them will open 
his mind to learning and training. 
Don’t underestimate the effect of 
telling the company’s history. 


INSTALLATION PROGRESS BOARD is explained by superintend- 


ent of installations to show new salesman what must be done 


between the signing of a contract and the completion of the job 
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used by the sales staff 


continued... 


to show how a 
serviceman is informed as to history of equipment 
needing service and how this information can be 


HOW TO FIGURE heat loss and heat gain, make 
duct layouts, select equipment and prepare estimat- 
ing forms are explained by sales manager before 
new salesman tries his hand 


Objective: A Well Informed Salesman 


To further sell this man and 
familiarize him with our com- 
pany, we not only introduce him 
to the other people working at 
management jobs, but point out 
the relationship of the work they 
are doing and how it fits into the 
over-all picture. This lets him 
know who and how he will be 
backed up when he starts to work. 


Importance of Position 


We point out the number of 
years each of our people have 
been in the business. We cover 
the installers, servicemen, those 
who handle credit, and other sales 
people. 

Last, but not least we point up 
the position our firm has among 
our competitors and our long 
range plans for increasing this 
position toward the top. (This be- 


ing one of the main reasons that 


we hired this new salesman). We 
give him the feeling that he is 
going to have a big part in help- 
ing us to do this. 

At this time, we tell the new 
salesman about our advertising 
and sales promotion activities. It’s 
pointed out that advertising and 
sales promotion takes a place of 
prime importance in our sales pro- 
gram. We outline how important 
it is to tell people about our prod- 
uct and work through some form 
of advertisement so that his sales 
will be easier to make. 

We list: Dodge reports, city 
bulletins, county daily reporter, as 
sources of leads, plus a constant 
direct mail program to our service 
customers. This lets him know 
where some of his leads will come 
from. 

We firmly entrench the fact 
that we are the best in town, have 
the best equipment, the best ad- 


vertising program, the best service 
and the best company a salesman 
could possibly work for. 


Thorough Job Analysis 


Having orientated our new 
salesman, the next step is job 
analysis. In other words, what do 
we expect him to do. We are ex- 
plicit here because we don’t want 
him to come back at a later date 
with a statement such as “You 
didn’t tell me I had to do that.” 
“That,” being almost anything he 
might not like to do. 

We feel in our company that 
one of the most important things 
to get across to a new salesman is 
the fact that he is not working in 
an 8 to 5 business. If this is not 
cleared in the beginning, it is li- 
able to come as a sudden shock 
at a later date. 

Salesmen should be hired to do 
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a job, not put in so many hours 
per day. This is true of any sales 
job in any line when you come 
right down to facts. 


Making Sales Calls 


The salesman should be 
made aware of the reasons behind 
this. Builders go to work early in 
the morning and many of them 


new 


want to transact their business 
first thing and then not be both- 
ered the rest of the day. In fact, in 
many cases it is next to impossible 
to get hold of them after 8:00 a.m. 

Replacement customers are an- 
other problem. Most of the time, 
surveys can be made during the 
day, but almost without exception, 
presentation and closing must be 
when the husband is at 
home. The new salesman must ac- 


done 


cept this as part of the business 
and make the best of it — other- 
wise he will never be a success. 

His work will take many forms 
and these should be pointed out to 
him so that he clearly understands 
his position in this business. Of 
course, the first and most impor- 
tant is customer calls. He is only 
going to get a certain percentage 
of the business he bids, therefore 
the more calls he makes the more 
sales will result. 

I'm not saying just throw bids 
out and not sell, but the fact re- 
mains that sales are in a direct 
proportion to calls. Some compa- 
nies | know of have based drawing 
accounts on the numerical number 
of calls a salesman makes each 
week. 


Customer Relations 


Other important phases of our 
salesman’s job are: checking back 
after a call has been completed; 
some service — simple (on occa- 
sion); layout work, heat gains 
and heat losses; and general good 
customer relations (entertainment, 
dinners, lunches, etc.) . 

He should know the builders he 


calls on, on a personal basis when 


possible. He must be active in 
service clubs, civic affairs, etc. for 
good potential contacts. Also, we 
point out to him that attention to 
job details in advance will make 
the job go smoother and save him 
time in the long run. This will 
give him more time to make more 
sales. 

To a new man, many of these 
things are just a bunch of words, 
but through our training period 
they are repeated again and again 
and in detail until they begin to 
take form, always keeping in mind 
that the company will teach him 
these things and stand behind 
him. 


Maintain Positive Approach 


The new salesman is expected 
to learn a great deal about our 
business. To avoid scaring him 
before he ever gets started, we are 
careful not to develop the attitude 
that he’ll never learn all this. Such 
an attitude results in a negative 
approach and it’s almost impos- 
sible to get the real potential out 
of a person who feels that way. 

We know a good salesman must 
maintain a positive approach at 
all times. To do this, the salesman 
must think how easy it is going to 
be for him to be a success. One 
of the most important attributes 
for this man to have is the willing- 
ness to learn — with this he is 
bound to be a success. 


Want Return on Investment 


The next step in our job anal- 
ysis is the results we expect from 
him. We point out that he will 
have ample time and training to 
become a finished heating and air 
conditioning salesman. tell 
him that he will not pay his way 
for at least three to six months, 
but after this period he will be ex- 
pected to begin to make a return 
on the rather large investment 
made in him. 


We don’t pull any punches on 
the fact that this is a considerable 


investment on our part. We want 

him to feel his responsibility. 
Next, we show him what the 

salesman’s relationship with the 


service, credit and 
other departments amounts to. 

In our opening, we tell him, a 
sale is not a completed sale until 
the job has been installed, checked 
out, and last but not least, paid 
for. We require our salesmen to 


installation, 


go back after completion not only 
for good customer relations, but 
also for more prospects. 


Salesman’s Responsibility 


We find that the men we want 
to hire and be successful are 
above average intelligence and 
will represent our company as we 
do ourselves. They like to be 
treated as an associate rather than 
just another person on the payroll. 

To get and hold this kind of 
person, we explain things to them, 
give the broad picture and not 
just ram things down their throat 
or ask them to blindly follow our 
instructions, 

We do not believe by any 
stretch of the imagination that 
salesmen should be coddled, but 
rather that they be told what is 
expected of them and let them 
know definitely what results are 
expected. 

This job analysis phase is very 
important as it clearly defines the 
areas in which the new salesman’s 
responsibility lies at the outset of 
his employment. 

The engineering and product 
knowledge and presentation 
phases of this training program 
will be presented next month in 
the American Artisan so you can 
see how the salesman completes 
what is probably the most impor- 
tant phase of the entire training 
program. 


INFORMATION presented in this 
article was also presented at the 
46th annual convention of the Na- 
tional Warm Air Heating and Air 
Conditioning Association. 
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THE SUCCESS AND GROWTH of every industry depends on 
its ability to create a desire for the products and services 
it offers. The responsibility for this motivation falls upon 
the industry's sales force, who must see to it that sales 
grow not only in volume but also in quality; that is, they 
must represent an exchange of maximum benefit to the 
customers for a fair profit to the business. This exchange 
permits — and also requires — the business to improve 
its operation constantly to serve future customers better. 

To fulfill this obligation, salesmen must be able to 
recognize the needs of prospective customers quickly, 
and then produce logical recommendations for meeting 
these needs. Thus, training new salesmen and improving 
sales forces is a continuing task of management. 

This series of articles presents some new information 
and some refinements of established sales methods which 
will be useful in sales training programs. 

If the sales staff is small, route the magazine to each 
salesman before filing it. 

If the sales staff is large enough to warrant weekly 
sales meetings, use each article as the basis for a con- 
tinuing training program. 

Wholesalers and manufacturers can assist dealer-con- 
tractors and their salesmen by building more formal sales 
training programs around this series. 


How You Can 


...here’s an outline that shows 
how to handle touchy situations 
with finesse 


COMPLAINTS can take any of a hundred forms: 
“Your company doesn’t keep its promises.” “Your 
service is terrible.” “The back bedroom doesn’t heat.” 
“It makes too much noise.” These are but a few. 


Every dealer-contractor must expect to run into 
some complaints. And, depending on his ability to 
handle them, they can be shattering, frustrating, 
costly experiences — or positively priceless oppor- 
tunities to sew up a customer's allegiance and busi- 
ness. 


Handling the Problem 


Men who have learned to turn complaints to their 
advantage say it can usually be done in one or all 
of four areas. These are the dealer-contractor’s: 

* Attitude and approach. 

* Capacity for “discovering the villain.” 

* Ability to find solutions. 

* Knack for cashing in on complaints. 


Take Complaint Seriously 


Attitude and Approach: “The real salesman sees 
a complaint for what it really is,” says Ralph Sha- 
mah, district sales manager for A. Schreter & Sons 
Co., men’s wear manufacturers,” — 


a chance to be 
of service to a customer when that service is most 


of Customer 
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an Asset 
Complaints 


wanted, a golden opportunity to prove to a customer 
that his problem is the salesmen’s problem. 

“But you can’t expect a customer to believe you 
care unless you show him that you do. This means, 
first of all, ‘taking the complaint seriously.” 

“Whether your customer thinks you're giving him 
the evil eye or grumbles about defective merchan- 
dise is immaterial. The point is, as far as he’s con- 
cerned, he has a legitimate beef. Minimize it in any 
way and you immediately compound his grievance 
because you are, in effect, challenging his judgment. 


Display Concern 


“Besides, a man with a gripe is in no mood to 
be reasonable. Not at first, anyway. Above all, he 
craves an audience, someone to whom he can pour 
out his tale of woe. Therefore, the smart salesman 
gets to his customer at once. 

“Once there, listen. Look interested. Display con- 
cern. Get all the facts. Don’t speak until you're cer- 
tain that he has nothing more to say. A talked-out 
customer is the easiest to deal with. 

“Then summarize, in your own words, his net 
valid complaint. This serves two purposes: it dis- 
arms the complainer by showing him how closely 
you have followed what he’s been saying. And it 
helps you keep his points straight in your own mind.” 


CUSTOMER COMPLAINT of not enough heat to 
an outlet located at the end of a long run re- 
sulted in an order for duct insulation. Dealer- 
contractor inspects the job with customer 


Adds a salesman for a Long Island warm air heat- 
ing dealer-contractor, “Next to letting off steam, what 
the disgruntled customer wants most is satisfaction. 

“If his complaint is justified, be quick to admit it 
— but be sure to explain why things went wrong 
and why a recurrence is all but impossible. Other- 
wise, your assurance that ‘It won't happen again’ 
may sound like a hollow promise.” 

The sales training director of a paper products 
company has found the phrase, “Now that we know 
.... followed by a specific remedy for the com- 
plaint, a most valuable good-will winner. 

In his own words: “A customer who raises cain 
frequently feels a little sheepish after wading into a 
salesman. ‘Now that we know . helps him save 
face. It’s a way of thanking him for pointing out an 
error or shortcoming. At the same time, il’s a prom- 
ise that any future complaints will receive the same 
prompt attention. For a short phrase, it does a whale 
of a job.” 


Cement Relationship 


Summing up, David Colen, president, Fotomart 
Inc., photographic supplies wholesaler, advises: 
“Welcome complaints as voluntary tip-offs to what 
you can do to cement relations with your customers. 
It’s the man with the silently nursed dissatisfaction 
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who should worry you, for you'll never know how 
you can be of maximum service to him. The most 
skillful doctor in the world can’t treat a patient who 
refuses to say where it hurts.” 

Discovering the Villain: According to Walter 
Hardy, vice president in charge of sales, Radio Div., 
North American Philips Co., the biggest mistake a 
salesman can make in handling a complaint is to pin 
the blame on 


‘someone in the front office.” 


Don’t Pass the Buck 


“Avoid that approach like the plague.” he warns. 
“Passing the buck can only arouse suspicion, as if 
the salesman were saying, ‘It’s not my fault, but I'll 
help you anyway.’ Rather than dig up excuses, ask 
your customer, ‘What happened?’ That way, you boil 
the whole issue down to what went wrong rather 
than who is to blame. 

Ally yourself with him in a search for the com- 
mon enemy — the cause of his complaint. When you 
find it, get rid of it.” 

Sometimes the grievance is based on error. When 
that’s the case, a calm review of the circumstances 
may divulge the reason for the complaint. 


Correct Errors 


The chief adjuster for a large metropolitan depart- 
ment store cites the lady who bought several copper 
bottomed cooking utensils, only to return in a few 
days with fire in her eye. 

“She complained that the copper had ‘burned 
off after a few days’ cooking,” he recalls. “When 
we asked her whether she had tried polishing the 
utensils, it turned out that the salesman who origi- 
nally sold them to her neglected to explain how to 
care for them. When we showed her how, she was 
satisfied —- and bought some polish to boot. 

“Of course, if the salesman had done his job 
properly in the first place, that complaint would 


continued... 


A Complaint Can Be an Opportunity 


never have been filed. But a little detective work un- 
covered the reason — and suggested the remedy — 
for it.” 

While all complaints are not so easily settled, many 
do fall under certain broad categories. When facing 
a complaint, consider these possibilities, as they 
could save a lot of sound and fury: 
> Improper use of product or service — Even 
the simplest gadget in the world that is used incor- 
rectly won’t operate effectively or measure up to the 
claims of the manufacturer. How often has a heating 
and air conditioning customer complained about the 
equipment failing to provide the temperatures prom- 
ised, yet the trouble has been found to be dirty air 
filters that had not been changed? 

Here is an opportunity to change a complaint into 
a sale — the sale of an annual maintenance contract. 
Be sure to check on your customer's handling of your 
product or service. Often the basis for the com- 
plaint could be simple misuse. 


Unpredictable Cause? 


> Improper diagnosis —- Sometimes a customer 
gets worked up over frequent safety trip-outs. When 
the serviceman arrives, he can find no malfunction 
to cause the safety trip-out, until finally a temporary 
low voltage condition is found. 

Always check for an outside factor over which you 
have no control. It may well be the cause of the 
complaint. Find it if you can — and make a friend. 
> Misunderstanding — Many complaints are based 
on lack of information. The customer whose free 
service period has lapsed or who misreads your 
guarantee bases his complaint on a different frame of 
reference from you. 

Such “emotional static” can lead to a verbal free- 
for-all. A few well-placed questions and some patient 
answers can clear the air. 

But suppose the customer’s complaint is justified? 
What then? 

Then it will be up to the salesman to find solutions 
that are mutually acceptable to the customer and 
company. Various steps the salesman can take to 
find solutions and ways they can be presented to give 
the customer a little more than he expects or de- 
mands in the way of allowance or replacement will 
be explained in next month’s American Artisan. 
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POINTING to the slogan that sets the pace for Souther Steel and Aluminum Co.'s annual tool show 


CANT TOD 


YS WORK WIT 


is Lee J. Haines (left) with his associate William L. Dulle 


Why Used Tool Shows. 
Can Help You 


H YESTERDAYS TOOLS| 
AND BE IN BUSINESS TOMORROW” 


Smaller dealer-contractor can expand shop capabilities 
at minimum cost with used tools, while larger firms 
have chance to recover part of original 


investment by putting ‘‘no longer needed”’ tools up for sale 


A GROWING NUMBER of whole- 
salers are helping dealer-contrac- 
tors to obtain used tools and ma- 
chines at a fraction of the cost 
that would be spent for new ones. 
This is important to the dealer- 
contractor who has an occasional 
need for a specific tool or machine 
that doesn’t warrant buying a new 
one. 

A second benefit to dealer-con- 
tractors who purchase tools is that 
they can then expand the range 
of work offered to customers and 
prospects. When certain tools or 
machines are available, they usu- 
ally result in more work the tools 
are capable of producing. This 
often indicates the need for newer 
model tools or machines that are 
faster and more versatile. 
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When dealer-contractors have 
advanced to this stage in their 
business growth, they have a way 
of recovering part of the original 
investment through annual tool 
and machinery auctions held by 
alert wholesalers such as Lee J. 
Haines and his staff at Souther 
Steel and Aluminum Co. 

This firm uses the slogan “You 
can’t do today’s work with yester- 
day’s tools and be in business to- 
morrow.” 


Wholesaler’s Fourth Show 


This wholesaler began his tool 
and machinery show four years 
ago. Since this time it has grown 
each year in size and popularity 
with dealer-contractors. 


The 1960 show (held in carly 
spring) was open four days - 
Wednesday, Thursday. Friday and 
Saturday — from 9 in the morn- 
ing until 9 in the evening, with 
the exception of Saturday. which 
was reserved for the auction. 

Over 100 St. Louis area warm 
air heating and air conditioning 
dealer-contractors and sheet metal 
contractors attended. 

Three days prior to the auction, 
which began at 10:30 Saturday 
morning, dealer-contractors visited 
the warehouse where tools and 
equipment to be auctioned were 
on display. They were able to ex- 
amine those pieces of primary in- 
terest, and in some cases ran a 
sample project through the tool. 


continued... 


Auction Gets Big Turnout 


Tools displayed varied from hand 
snips to power press brakes. 


Show Has Improved 


During the four years in which 
this type of show has been held, 
there have been a numbr of refine- 
ments and additions to the affair. 

This year, in addition to the 
tools and equipment sent in by 
dealer-contractors desiring to have 
their tools auctioned, the Souther 
company also accepted for auc- 
tion surplus equipment that deal- 
er-contractors had retained in their 
inventories for long periods. Some 
of the equipment ranged from sup- 
ply registers and grilles to a 10- 


ton cooling coil. 


Increase Knowledge 


In addition to the items to be 
auctioned, one area of the heated 
warehouse was set aside for a dis- 
play of all types of new tools. ma- 
chinery supplies and equipment 
handled by Souther Steel and 
Aluminum Co. 

Manufacturer's local sales repre- 


sentatives (in some cases. men 


from the factory) were on hand 


IN ADDITION to the auction, a new tool 
and machinery show is held. Displays are 
attended by manufacturer's representatives 


for demonstrations during the en- 
tire show. 

Dealer-contractors visiting the 
tool and equipment display had 
the opportunity to examine the 
new tools and machines, and to 
operate them in order to learn 
their capabilities. 


Inform, Stimulate Interest 


About two months prior to the 
tool, machinery and equipment 
show, notices were mailed to deal- 
er-contractors throughout the area 
served by the Souther company. 

The first notice was designed to 
inform dealer-contractors that the 
auction and show would take 
place, and to remind them of the 
value of modernizing their shop 
facilities. This notice also pointed 
out that they could recover some 
of their original tool and machine 
investment that was no longer pro- 
ducing income for the company by 
taking advantage of the auction. 

Additional notices were mailed 
at about two-week intervals. The 
second one provided dealer-con- 
tractors with information on how 
to ship material, tools or machines 


to be auctioned. Directions s'ated 


who explain to dealer-contractors the many 


features of new model equipment 


should be 
shipped prepaid and early enough 


that the equipment 


to arrive during a 10-day interval 
prior to the opening of the show. 
These instructions also indicated 
that the Souther Steel and Alumi- 
num Co. would retain a 20 percent 
service charge to cover the cost 
involved in conducting the auction. 
This 20 percent included the aue- 
tioneer’s fee. 

Instructions also indicated that 
purchases made at the time of the 
auction require a 25 percent down 
payment, with the balance to be 
paid prior to the tool’s removal. 
There was, however, a limitation 
of 10 days after the auction during 
which purchases must be claimed. 


Pre-Show inspection 


On the day of the auction (Sat- 
urday), dealer-contractors began 
to arrive around 9:00 a.m.. al- 
though the actual auction did not 
start until 10:30 a.m. During this 
period, they were able to examine 
merchandise so they could identify 
it quickly when offered for sale. 

To aid 


mimeographed list of all tools, ma- 


dealer-contractors. a 


chines and equipment to be auc- 


PRIOR TO the auction, dealer-contractors 
examine tools and equipment identified on 
a list that is used in the auction 
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tioned was given each person as 
he entered the warehouse. 

These lists contained a brief de- 
scription of the product, and a lot 
number. This lot number and de- 
scription helped the dealer-con- 
tractor to identify the product and 
to determine its rating (or capac- 
ity) and its potential usefulness to 
him. 

The auction was called to order 
by W. L. Dulle, who introduced 
the auctioneer and his crew. Em- 
ployees of the Souther company 
provided assistance to the auc- 
tioneer and his staff. 

At the conclusion of the auction, 
all guests were invited to partici- 
pate in a buffet luncheon. 

Total cost, including overhead, 
auctioneer’s fees, promotion, and 
luncheon, amounted to approxi- 
mately $1500, according to Lee 
Haines. This did not include the 
cost involved in moving warehouse 
merchandise to make room for the 
show and auction. 


Cite Show Value 


Manufacturers’ representatives 
attending the tool show report that 
the value of shows such as this is 
far reaching. In many cases, deal- 
er-contractors viewing or operat- 
ing the equipment for the first 
time will recognize their need for 
certain pieces of equipment, with 


the result that they place an order 
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during or soon after the tool show. 
Dealer-contractors who attend 
these shows (one came from Mar- 
shall, Mo., 190 miles) indicate that 
they receive considerable benefit 
from the contacts with the manu- 
facturers’ representatives, of whom 
approximately 20 had tool displays 
and 25 others used conference 
booths to explain application and 
installation of their products. 


Sales and Savings 


One dealer-contractor mentioned 
specifically a case where a pros- 
pect had called him for a humidi- 
fier to replace an existing one. The 
prospect said she was interested 
in a specific type of humidifier. 
The dealer-contractor mentioned 
that he planned to attend a tool 
and equipment show that day and 
would report back to her that 
evening. 

By following this prospect's pri- 
mary interest, he was able to in- 
terview several representatives of 
various types of humidifiers, and 
was able to obtain literature for 
a $115 humidifier installation. in- 
formation which helped him when 
he returned to his office to close a 
sale. 

Another dealer-contractor, from 
DeSoto, Mo. (30 miles), came to 
buy a used tool that would help 
him complete a contract just re- 
ceived. However. after examining 


USED TOOLS and machinery no longer 
needed by their owners are examined and 


evaluated by prospective bidders before 
‘they are put up for sale by the auctioneer 


USED TOOL SHOWS 
serve a triple purpose 
for the dealer-con- 
tractor. 

First, they give him 
a chance to increase 
—at least cost—the 
range of work his 
shop can handle. 

Second, the dealer- 
contractor selling tools 
at the auction can re- 
invest the money in 
other tools he needs. 
Auctioning of his tools 
is handled on a com- 
mission basis. 

Third, the dealer- 
contractor has a 
chance to discuss com- 
mon problems’ with 
others attending the 
show, and talk with 
manufacturers’ repre- 
sentatives of new 
equipment, of which 
a wide range is on dis- 
play at the tool shows. 


the other tools to be auctioned. he 
noted several that would help him 
complete the contract with the 
possibility of lower job cost. In 
this way he was able to partially 
offset the cost of the tools he had 
decided to bid upon. 


BIDDING is brisk as the auction is handled 
by a professional auctioneer and his crew 
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for residential systems 


By S. W. Reid 
Air Conditioning Engineer 


Gilbert Associates, Inc. 


WHEN for noise, air con- 
ditioning systems are rated good, 
fair or poor by the American Arti- 
san’s Cooling Standard depending 
upon whether the noise is quiet. 
noticeable or objectionable. The 
three terms of reference are not 
specific, since each covers a broad 
range of human reaction. For this 
reason, experience plays a big part 
in the judgment of the noise level 
produced by a particular system. 

For example, how would a 
pocket watch be judged for noise? 
When it is lying on a table in the 
daytime one would hardly notice 
the ticking and would say it was 


quiet. But the same watch on the 
same table in the middle of the 


/ 


/ 


COOLING STANDARDS 
/ 


/ 


What Is a Quiet 


Air Conditioning 


System? 


Installation practices, equipment 


location, duct system, extraneous 


noise sources are some of the fac- 
tors affecting Standards Rating 


night might be considered so noisy 
one could not sleep. 


Background Noise 


The example of the pocket watch 
illustrates a most important point 
having to do with noise. The rea- 
son the watch is judged quiet in 
the daytime and noisy at night is 
the difference in background noise. 
The sound generated by the mech- 
anism itself is not involved  be- 
cause it remains constant. In the 
daytime the sounds of traffic and 
general neighborhood and house- 
hold activity combine to make a 
base level of sound which is always 
present. 


At night the slowing down or 
ceasing of activity changes the 
character and intensity of the 
background noise so that one does 
become conscious of many sounds 

such as the ticking watch, the 
striking clock, the creaking stairs. 
the dripping faucet and others that 
are not noticeable during the day. 

Sound is broadly defined as a 
vibration which stimulates the 
auditory nerves. When the sound 
is simple and sustained it is called 
a tone or a musical sound. When 
it is abrupt and not long enough 
to convey any idea of musical 
pitch or when it is a mixture of 
discordant sounds, it is called a 
noise. 
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recommendation 


Lined duct (length times 
average dimension) 


"Ten, 


Vanes in 


| | N Flexible sharp elbows 
S joint 
N Acaustical Fan end motor 
treatment isolation 
Sof unit 
Selection of diffusers Sj cabinet 
and grilles for low 
noise levels Acoustical treatment N 
of utility room 
N 
N Water piping 
Compressor isolation 
isolation 
N 
N Flexible 
joint 


U 


= 
= 


In our mechanical world, sound 
is always with us. As a matter of 
fact, it is very difficult to build an 
absolutely sound-proof room. Most 
rooms of this type merely reduce 
the room sound level below the 
level of the sound one wishes to 
hear so that by comparison the 
room is quiet. This is a common 
home experience. If one finds it 
dificult to listen to a radio or 
carry on a conversation because of 
a noisy activity in an adjacent 
room, he merely closes a door. The 
sound from the adjacent room is 
still audible, but the intervening 
door reduces its intensity to a level 
low enough not to be objectionable 
and, if one’s interest is diverted, 
he ceases even to be conscious of 
the disturbing noise at all. 

The air conditioning dealer-con- 
tractor is confronted with noise 
problems in every installation he 
makes. His approach to these must 
be more one of control than pre- 


\ x Cross - braking of metal dat / 


Use elbows in return duct 
WAYS TO CORRECT excessive noise in an air conditioning installation are illustrated above. This 


diagram can also be used as a guide in trouble-shooting noise complaints 


vention, since the generation of 
noise is a characteristic of many 
of the components of an air con- 
ditioning system which it is nei- 
ther possible nor necessary to pre- 
vent. 


Noise Reduction Progress 


Reduction of equipment-gen- 
erated noise levels has been a con- 
tinuous aim of leading manufac- 
turers since the first self-contained 
units were built. Good balancing 
techniques have been developed 
for rotative equipment. Steady 
progress is being made in the use 
of vibration absorbing materials 
for mounting such components as 
compressors, fans, pumps and mo- 
tors. Blower designs have been im- 
proved for high efficiencies. Com- 
pressors and motors have been 
made smaller and lighter. Mufflers 
have been developed for use in re- 
ducing the sound in the discharge 


line. Cabinets are given acoustical 
treatment by the application of 
sound absorbing panels. Sound 
testing on many production lines 
has become as important as capac- 
ity testing. 

We must not overlook the deal- 
er-contractor’s responsibility for 
taking advantage of all the sound 
isolation provided by the equip- 
ment manufacturer. There have 
been many cases where the install- 
ers failed to remove all shipping 
bolts, blocks and straps so that 
components could float on their 
isolators as intended. Also, there 
have been many cases where noise 
complaints were due to the im- 
proper application of panels on 
equipment. Panels left off cannot 
act as sound barriers, and those 
applied carelessly without the in- 
tended number of fasteners can 
even add to the noise level by 
rattling. 

In this same category is the 


\ 
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COOLING STANDARDS 


for residential systems 


dealer-contractor’s responsibility 
for putting the unit into proper 
operation from the noise stand- 
point. He must check such things 
as belt alignment and tension, fan 
wheel clearance, bearing lubrica- 
tion and general cabinet and frame 
tightness. In other words, he 
should run the unit and specifical- 
ly listen for abnormal and objec- 
tionable sound. 

With all due acknowledgement 
to those manufacturers who have 
made progress in reducing equip- 
ment noise levels, the dealer-con- 
tractor must, nevertheless, contend 
with the fact that even the most 
quiet units may still be too noisy 
for a rating of “good” for certain 
applications, unless he takes addi- 
tional precautions. 

Starting with a fairly quiet cool- 
ing package is, of course, a big 
step toward the goal of a quiet 
look at 
some of the other things the deal- 
er-contractor can do in applying 


system. However, let us 


it so as not to lose this advantage. 


Equipment Location Important 


One important consideration is 
the part of the building that must 
carry the weight of the equipment. 
If the unit is to be mounted on a 
solid concrete basement floor, there 
is no need for concern. On the 
other hand, if the unit 
mounted on or hung from floor 


is to be 


beams or mounted upon ceiling 
beams. there should be cause for 
concern, not only because of the 
weight, but also because of the 
possible transmission of vibration 
to the structure. Engineered mount- 


continued... 


Installation Care Reduces Noise Complaints 


ings are available to reduce the 
energy transmitted between equip- 
ment and The proper 
choice of such mountings is a spe- 
cialized field, so the dealer-con- 
tractor may want to seek the ad- 
vice of men who are familiar with 
it. 


structure. 


Vibrating equipment can trans- 
mit noise both directly through its 
mounting, as discussed above, and 
indirectly through the ducts, pipe 
and electrical conduit which may 
be connected to it. It is good prac- 
tice, therefore, to anticipate trou- 
ble from such sources and to min- 
imize this by planning for flexible 
connections all around. 

With the compact, basementless 
houses being constructed today 
and the increasing use of centrally 
located utility rooms (which are 
adjacent to occupied rooms in the 
house, the construction of the util- 
ity room becomes of interest to the 
air conditioning dealer-contractor. 
Plywood walls have been found to 
require a layer of sound deaden- 
ing material to keep them from 
acting as sounding boards which 
actually amplify noise. Even if 
there is no sounding board effect. 
thin partitions of utility rooms 
may not adequately contain equip- 
ment noise unless acoustical mate- 
rials are installed. 


Ducts Amplify Sound 


No matter how well a_ utility 
room is soundproofed, it is neces- 
sary to move air to and from the 
room through the supply and re- 
turn ducts. Sound can travel 
through these ducts even more 


easily than air, and if it is of suf- 
ficient intensity, people listening 
at the room terminals will not be 
pleased by what they hear. We are 
referring particularly to sounds 
generated by the fan or motor 
which may carry through the duct 
system even though the motion of 
the air itself in the system is not 
causing the trouble. 

The best place to control fan 
and motor generated noise carried 
into the supply system is in the air 
plenum into which the fan dis- 
charges. This should be designed 
with an interior surface area of 
at least ten times that of the fan 
discharge area. The inside should 
be lined with insulating material 
which is suitably coated and fast- 
ened so that it will not be torn 
loose by the movement of air. 

Fan or motor generated noise 
transmitted through the return 
duct system can be avoided or cor- 
rected by such methods as lining 
ducts, by using one or more el- 
bows in the run or by providing 
a return air plenum with sound 
insulation. 


Acoustically Lined Ducts Help 
The matter of noise reduction 
by the use of inside 


ducts depends upon such factors 


insulation 


as the sound absorption character- 
istic of the insulation and the per- 
imeter (P), length (L) and area 
(A) of the duct. The reduction, 
being proportional to PL/A, is 
such that it is much greater per 
foot of lined duct for a small duct 
than for a large duct. Accordingly. 
small ducts acoustically treated 
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are an effective and efficient means 
for reducing sound transmission 
up to a length of perhaps 10 diam- 
eters or ten times the average duct 
dimension. An acoustically lined 
16 x 8 in. duct would have a P/A 
ratio per foot of 48/128 or 0.375 
and would reduce noise at the rate 
of 3 db per foot (a db is a decibel 
which is a unit of sound pressure). 

Large ducts can be divided into 
a number of small passages, each 
of which is acoustically lined. This 
is the principle used in the con- 
struction of commercial sound 
boxes, which are multi-path acous- 
tically lined sections for insertion 
in a length of untreated duct. 

Duct lining has been found to 
be most effective in absorbing the 
high frequency sounds due to air 
rush, whereas elbows lined with 
acoustical material are said by cer- 
tain authorities to be most effec- 
tive in reducing, by reflection, the 
lower frequency sounds of the 
blower and motor. 

Although it has been pointed 
out that acoustical lining is a 
means for controlling not only 
noise generated in the duct itself 
by the turbulence or eddying of 
air, the duct velocity limitations 
for good practice as reported in 
the ASHRAE Guide should not be 
overlooked. If these are followed, 
it will generally not be necessary 
to apply any noise corrective meas- 
ures. 


Follow the Catalog 


The same advice applies to the 
selection of supply and _ return 
grilles, registers and diffusers. Cat- 
alogs of reputable manufacturers 
show maximum velocity recom- 
mendations for various applica- 
tions, and if these are followed, 
noise from this source can be min- 
imized. In this connection, how- 
ever, it is well to remember that 
when some register dampers for 
a given job are closed, there will 
be a tendency toward increased 
velocity through those registers 
which remain open. If enough 


dampers are closed, the supply 
velocity may rise to a point high 
enough to cause noise. The same 
situation can take place in the re- 
turn system if some of the return 
grilles become blocked for one rea- 
son or another. 

We have mentioned how the air 
conditioning dealer-contractor uses 
the duct system to control noise 
by proper sizing, by the use of el- 
bows and by the use of acoustical 
lining. We shall now consider sev- 
eral construction factors linked 
with the noise problem. One of 
these is the tendency for breathing 
or popping in and out which some 
ducts have when variations in in- 
ternal pressure occur. Often this 
situation can be eliminated by 
cross braking large metal areas. 


Brace Duct Sections 


Another way in which noise can 
be prevented is the practice of 
bracing large duct sections to 
avoid resonance or drumhead 
sound effects. Air noise is gener- 
ated when the moving stream 
strikes the sharp edge of a splitter 
damper not properly stiffened, or 
catches under a joint lapped 
against the flow or perhaps tra- 
verses a sharp elbow not equipped 
with turning vanes. To avoid such 
noise, dampers should be well con- 
structed and fastened so they do 
not move or vibrate. All joints 
should lap in the direction of flow 
and, of course, elbows should have 
vanes whenever their inside radii 
are less than 1.5 times their width. 

When ducts are used for heat- 


ing as well as cooling, allowances 
must be made for expansion in the 
longer runs. If this is not done, the 
duct will creak and snap as it ad- 
justs to each temperature change. 
Flexible joints should be inserted 
to take up the movement of expan- 
s10n,. 


Heed All Noise Sources 


The Artisan’s Cooling Standard 
is not limited to the air condition- 
ing unit and the duct system. 
Therefore, we overlook 
noise from such sources as the 
water piping. In an actual case, an 
owner complained at some length 
about the hissing of water through 
the water regulating valve in his 
unit. Investigation showed that the 
valve was throttling severely due 
to an unusually high pressure in 
the city main. The trouble was cor- 
rected by installing a pressure re- 
ducing valve ahead of the regulat- 
ing valve. 


cannot 


is a 
cooling tower water system where 
the pump is located so that its suc- 
tion line is not always full of wa- 
ter. Under certain conditions air 
will enter this system and cause a 
condition of gurgling. 

Finally, we must not overlook 
the cooling tower and air cooled 
condenser. 


Another source of noise 


For residential areas 
where these are out of doors, they 
must be applied with care or 
neighbors will complain. Since 
little can be done to minimize 
noise from these devices, they must 
be selected carefully for an in- 
herently low noise level. 


What Is ‘Air 


True air conditioning pro- 
vides comfort in all sea- 
sons, according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 


Conditioning’? 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.’’ 
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What to Do About Heat Gain 


Through Picture 
Windows 


Overheating caused by solar radiation 

through large glass areas 

can be minimized by proper location of diffusers 
and return intakes, and by zone control 


INSTRUMENTS INSERTED in branch return 
ducts provided data on the quantity of heat 
added to rooms exposed to solar loads 


MODERN HOUSE DESIGNS have ex- 
tensively encompassed the large 


picture window and in many cases 
include practically whole walls. 
Some of today’s buildings have 
been constructed to support glass 
panels up to 90 percent of the wall 
area. Sometimes these glass panels 
are movable, at other times they 
are fixed. In other cases various 
ratios of both fixed and movable 
panels are used. 

Glass wall panels and large win- 
dows vary in the type of glass 
used, from factory fabricated, heat 
absorbent, sealed edges (available 
in standard dimensions), to plate 
and common window glass used in 
both single thicknesses and dou- 
ble panes with air space between. 


Daily Temperature Unbalance 


Regardless of the type of glass 
used, solar radiation has a major 
influence upon the comfort level 
that can be maintained in a room 
with large glass areas exposed to 
the sun’s rays. The larger the ex- 
posed glass area of the wall, the 
more complicated the design prob- 
lem becomes. 

Temperature unbalance in 
rooms where solar radiation is a 
problem will occur each day and 
vary with the type of building con- 
struction incorporated. Several 
hours after solar radiation has 
reached its greatest intensity in an 
area there occurs a reversal in the 
heat flow rate. 

Where there is heat gain during 
the period of greatest intensity, 
the heat flow rate becomes one of 
large heat loss when the sun’s rays 
no longer penetrate the glass. This 
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of course occurs each day during 
late afternoon and night. It also 
occurs whenever cloud conditions 
tend to interfere with solar radia- 
tion reaching the glass area and 
the living area beyond. 


Example Shows Unbalance 


The degree of temperature un- 
balance occurring during a period 
of full solar intensity is shown by 
this example: The solar heat gain 
through a factory fabricated ther- 
mal glass panel (two sheets of com- 
mon glass with an air space be- 
tween) has been rated at 160 Btuh 
per sq ft at noon when the out- 
side air temperature is between 25 
and 30 F. 

With an 8 X 12.5 ft glass win- 
dow of this type, located on the 
south wall of a living room, the 
heat gain would be 16,000 Btuh. 
Suppose the room were 15 X 20 
8.5 ft. The heat loss for such a 
room of standard construction 
would be just about 16,000 Btuh 
on a similar day. The result would 
be overheating during the period 
of heaviest solar load. 

Table I provides additional in- 
formation for calculating heat gain 
through various glass combina- 
tions in a south wall during clear 
days and may be used for design- 
ing air distribution systems to off- 
set these conditions during periods 
when heat unbalance will interfere 
with comfort in the affected rooms. 


Proper location of air diffusers 
and return air intakes will help to 


References: 


“Availability and Utilization 
of Solar Energy, Part | — 
Solar Energy Availability in 
the United States’, R. C. 
Jordan and J. L. Threlkheld. 
(ASHRAE Transactions, vol. 
60, 1954, p. 177) 


Heating, Ventilating and Air 
Conditioning Guide. (Ameri- 
can Society of Heating, Re- 
frigerating and Air-Condi- 
tioning Engineers, New York) 


SYSTEMS ADJUSTED for continuous air circulation and with per- 


imeter diffuser location help to break up solar heat gain concen- 
trations by absorbing the solar heat and delivering it to the return 


air system. 


remove much of the solar heat as 
soon as it enters the room and put 
the heat to a useful purpose by 
raising the temperature of the air 
in the return air system. 

Another and more positive way 
to control the heat gain is through 
a zone control system operated by 
a thermostat located in the affected 
area. Such a system could consist 
of dampers located in supply 
branch ducts to restrict the air 
flow into the area. 

It is not always advisable to 
provide complete restriction of 
supply air because the air flowing 


Table 1 — Heat gain through glass in south facing wall on clear days 
at 42 F north latitude (outdoor temperature 25-30 F) 


into the return intake must then be 
obtained from other areas. Such 
an arrangement results in an air 
distribution unbalance, and un- 
desirable drafts are frequently 
noticed in other rooms during the 
period the solar load is greatest 
on the affected area. 

Careful analysis of proposed air 
distribution, supply return 
opening locations, and an adequate 
number of supply diffusers will 
provide the best answer to a prob- 
lem that is certain to exist if over- 
looked during the initial duct de- 


sign. 


Heat Transmission, Btuh (sq ft) 


Common Glass 


Heat absorbing 


Time of Day Single Two Sheets Single Double with Heat 
A.M. P.M. Sheet Air Space Sheet Absorbing out, 
Plate In 
8:00 4:00 27 17 — 
9:00 3:00 11 88 30 16 
10:00 2:00 157 127 51 33 
11:00 1:00 185 151 64 43 
12:00 195 160 68 47 
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YOU AND THE LAW 


IN A LETTER from a dealer-contrac- 
tor to a prospect was the phrase. 
“We are pleased to submit this 
proposal covering the air condi- 
tioning small 
medical office building.” The letter 


system for your 
also contained a prospectus of the 
manufacturer and a number of 
sheets of specifications, all fastened 
together with a cover, on which 
was endorsed, “Air conditioning 
proposal. Comfort, luxury, quiet in 
performance, clean and without 
odor.” This was followed by, “No 
more dirt or soot.” 


All Agreements in Contract 


When the contract with the 
dealer-contractor for the purchase 
of four air conditioning units was 
signed, it contained the clause, 
“There is no agreement, verbal or 
otherwise, which is not contained 
herein.” 

When suit was brought against 
the purchaser by the dealer-con- 
tractor to recover an unpaid bal- 
ance still due on this contract, the 
purchaser made a_ counterclaim, 
charging the dealer-contractor 
failed to install the equipment 
properly and in accordance with 
the terms of the contract. 

The customer also claimed that 
the warranties contained in the 
prospectus, which was a part of 
the contract, had not been fulfilled. 
Emphasizing that the counterclaim 
for these damages was based on 


statements not included in the con- 


Pay Your Bill, Says Court, Nullifying Customer's 
Countersuit for Alleged Faulty Workmanship 


Holds valid a contract knowingly signed which 


excluded any promises or guarantees 


tract, the court ruled the dealer- 
contractor was entitled to recover. 

Said the court: “The provision 
in the contract was. “There is no 
agreement, verbal or otherwise. 
which is not set down here,’ effec- 
tively excludes from consideration 
any such undertakings which are 
not stated in the contact or incor- 


porated therein by reference.” 


Fraud Defined 


As authority for this statement 
of the law the court referred to 
another decision in which untrue 
statements had been made of the 
value and condition of property. 
to effect a sale. 

In this case the purchaser signed 
a contract containing the provi- 
sion, “No agent of this company 
has authority to make any refer- 
ence, representation or agreement 
not contained in this contract and 
none, not contained herein, shall 
be binding upon the seller or in 
any way affect the validity of this 
contract or form any part thereof, 
but all statements made have been 
merged and set forth herein.” 

Of the attempt to base a claim 
for damages on statements of this 
character that had not been made 
a part of the agreement, the court 
said in its decision: “The represen- 
tations plainly were fraudulent in 
their nature and apart from the 
paragraph of the contract quoted 
at length, would invalidate any 
agreement that had been made in 


that it didn’t spell out 


reliance upon them. 

“It is not contended by the pur- 
chaser that he was induced to sign 
this contract through misrepresen- 
tations as to its contents or mean- 
ing. On the contrary, his own evi- 
dence was that before signing he 
read it through and understood its 
terms. 

“One of these terms to which he 
himself assented was that no agent 
of the seller had any authority to 
make any representations not con- 
tained in the contract. 

“It is a fundamental principle 
of law that contracts in writing, 
executed with full 
knowledge of their contents by ra- 


voluntarily 


tional beings acting on their own 
. ” 
judgment, must be enforced. 


Prospectus Only Explanatory 


On this authority the 
rested its decision and said of the 


court 


right of the dealer-contractor to 
recover, irrespective of the pro- 
posal and letter relating to these 
air conditioning units: “The letter 
stating the proposal described the 
air conditioners by identifying 
their 
building and generally the way 


symbols, location in the 
the system would be installed. The 
sheets described the air condition- 
ers. The prospectus, like the added 
sheets, served to identify and de- 
scribe the air conditioners to be 
installed. They explain the terms 
of the contract but they do not add 
to them.” 
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DRIVE CLEAT is used to pull 
transition into place 40 ft 
above exposition center 
floor. Electric hammer speeds 
assembly of duct sections 


Big Air Distribution Job at Chicago 


Exposition Center Gets Final Touches 


Two million pounds of sheet metal went into ductwork 
of 22 air distribution systems 

that took 30 mechanics 18 months to erect 

in joint contractor undertaking 


MOBILE JOB SITE OFFICE in- 
cluded space for two drafts- 
men who prepared detailed 
drawings for shop fabrica- 
tion 
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AIR DISTRIBUTION SYSTEMS for ex- 
position facilities present a num- 
ber of problems to both the de- 
signers and the installers because 
the demands placed upon the sys- 
tem vary from maximum to mini- 
mum with the change in character 
of exhibitions handled. 

America’s newest exposition 
hall, located south of Chicago’s 
loop on the lake front at 23rd St., 
is being opened this month. The 
hall, known as the Chicago Exposi- 
tion Center, contains all the facili- 
ties required for human comfort, 
enjoyment and convenience. Most 
of these facilities depend upon the 
air handling and ventilating sys- 
tems that create and maintain a 
specified environment. 


Two Firms Involved 


Detailed design, fabrication and 
installation of this air distribution 
and ventilating system was the 
work of AL-ZACK, a joint venture 
of two Chicago area sheet metal 
contracting firms — the Anderson 
& Litwack Co., Hillside, Ill. and 
the Zack Co., Cicero, Ill. Key per- 
sonnel behind the scheduling and 
supervision of the project are Har- 
vey E. Anderson and Herman E. 
Litwack, Anderson & Litwack Co., 
and Charles L. Howard and How- 
ard G. Jung of The Zack Co. 

Facilities to be offered by the 
exposition center include a 310,- 
000 sq ft exposition hall with a 
minimum ceiling height of 30 ft; 
14 meeting rooms with seating ca- 
pacities varying from 200 to 800; 
an auditorium with theater type 
seating for 5000 people as well as 
a stage and 10,800 sq ft of offstage 
working area; three cafeteria type 
self-service restaurants with a ca- 
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pacity of 1800 persons per hr; one 
dining area for table service with 
a capacity for 650 persons, and a 
full banquet service area to handle 
5000. 

In addition to these year ’round 
completely air conditioned areas, 
there will also be an underground 
transportation lane which must be 
provided with positive ventilation. 
This transportation lane has facili- 
ties that can handle up to 400 taxis 
at a time. 


Had to Balance Loads 


One problem faced by the AL- 
ZACK company was the installa- 
tion of duct systems that would 
function to meet the requirements 
of possibly three individual expo- 
sitions in progress at the same 
time. This is achieved on the ex- 
position floor by use of motorized 
walls which will partition the main 
exposition hall into three areas. 
The problem, from a heating, ven- 
tilating and air conditioning point 
of view, rests with meeting the in- 
dividual loads of the various prod- 
ucts on display. 


Multiple Exhibit Problems 


It’s very possible, according to 
the exposition center’s manage- 
ment, that one area would be ex- 
hibiting products dealing with the 
processing and fabricating of plas- 
tic material where high tempera- 
tures and pressure place a severe 
load on the air conditioning and 
ventilating equipment, while at the 
same time in the adjoining exposi- 
tion area a stamp collectors’ exhi- 
bit would be in progress with the 
heating and air conditioning load 
having to be balanced to meet the 


MAZE OF STRUCTURAL roof 
supports interfered with trunk 
and branch duct location as 
well as working room 


needs of an occupancy load alone. 


Use House Trailer for Office 


The contractors, Anderson & 
Litwack Co. and The Zack Co., 
helped solve these and normal con- 
struction problems by placing on 
the job a 36 ft house trailer that 
had been adapted to accommodate 
drafting tables, files and other fa- 
cilities for processing detailed 
drawings of both erection and shop 
fabrication of the duct section com- 
ponents. This work was handled 
by A. L. Smolka, who daily made 
trips into the construction area to 
obtain measurements for duct siz- 
ing and available space for proper 
diffuser location so that he could 
prepare detailed drawings for 
guides in the fabricating of the 
duct sizes needed, and for the con- 
tinuous erection of duct systems as 
the prefabricated duct sections 
were delivered from the shop. The 
ductwork installation required a 
little over 2 million lb of sheet 
metal. 

Problems in duct location were 
created by the use of open web 
steel joists for roof support and tri- 
angular webbed construction for 
major support of the small steel 
webbed joists. 

Ducts installed in the main ex- 
position area were erected from a 
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WORKMANSHIP PREVAILS in spite of rush to 
complete job on schedule. Level assures a straight 


hanger and a level duct 


platform, mounted on rubber cast- 
ers, whose working level was 30 ft 
above the exposition hall floor. 
Ducts were installed approximate- 
ly 614 ft above the platform level, 
permitting the mechanics freedom 
of movement during the fitting and 
supporting of individual duct sec- 
tions. 

Duct sections were fabricated 
in both shops and were delivered 
to the job in company trucks. Each 
section was readied for hanging by 
a two-man crew at the floor level. 
It was then hoisted by block and 
tackle to the three-man crew work- 
ing on top of the movable plat- 
form. 

While the ground level crew 
readied the duct section for hoist- 
ing to the platform level, the plat- 
form crew installed hangers. The 
hangers were fastened to either the 
joists or to angle iron spacers be- 
tween joists. 


After a duct section had been 
hoisted to the 30 ft platform level 
and the crew was ready to join it 
to the duct already in place, a sec- 
ond block and tackle was fastened 
to the small steel webbed joists di- 
rectly above the permanent loca- 
tion of the section. Then the sec- 
tion was hoisted into place. 


Handling Duct Sections 


When a duct section was hoisted 
to its approximate position, S-type 
standing seam cleats were used for 
connecting the top and bottom 
sides. When these two cleats were 
placed in approximate position, a 
drive cleat was started at the bot- 
tom of the duct joint and, with the 
aid of an electric hammer, the 
drive cleat was then driven into 
place on each side of the section to 
pull the joint into a tight fit. When 
the joint was in its approximate lo- 


continued... 


Two Crews Speed 


cation, the drive cleat was bent at 
the top and bottom with a sheet 
metal worker’s mallet to hold it in 
position until vertical hangers had 
been attached. 


Leveling Duct Sections 


While one mechanic still sup- 
ported the duct section with the 
small block and tackle, the second 
mechanic used a level to put the 
duct in its correct position. When 
level, both lengthwise and cross- 
wise, a hole for a sheet metal screw 
was drilled in the duct for fasten- 
ing the hangers in their proper 
positions. 

This is a description of how 
ductwork for the air distribution 
systems used in the main exposi- 
tion hall was installed. There are 
22 individual air distribution sys- 
tems set up for handling the heat- 
ing, cooling and ventilating re- 
quirements of the exposition area. 

In order to properly locate cir- 
cular diffusers, it is often necessary 
to pull a branch duct off a main 
trunk and to parallel the trunk for 
as much as 10 ft before using off- 
sets to go under the duct. 


Return System Different 


Return air systems for the heat- 
ing and air conditioning equip- 
ment are located in the center of 
vertical structural steel columns. 
The return duct consists of a grille 
located near the floor level, which 
feeds into the hollow steel column. 
At the top of the column, a return 
duct is connected and then follows 
the roof level to the overhead air 
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High-level Ductwork 


conditioning coil and blower 
equipment. 

In order to reduce the load on 
the cooling equipment, remove ob- 
jectionable odors, contaminated air 
and products of combustion that 
occur during exposition demon- 
strations, numerous vents have 
been installed with openings ap- 
proximately 6 ft above floor level. 
These vents rise beside the vertical 
columns of the building and are 
collected in an overhead ventila- 
tion system which ultimately dis- 
charges the polluted air to the out- 
side. 


Produced Fumes Different 


Access to these vents is achieved 
by moving metal caps and the use 
of flexible metal connections to 
portable hoods provided through 
arrangements with the exposition 
center’s staff. In this manner, heat, 
odors, etc. produced during demon- 
strations are vented directly to the 
outside without greatly influencing 
the environment of the air condi- 
tioned area. 

Exhaust ventilation from kitchen 
areas is provided through hoods 
located over the heat-creating 
equipment. Black iron is used for 
ducts serving these systems. Make- 
up air for areas such as this and 
for ventilation purposes of meeting 
rooms is brought into equipment 
rooms through insulated paneled 
duct tunnels which draw their air 
from the outside. 

These ducts are fabricated from 
galvanized sheet metal with 2 in. 
of insulation between the inside 
and outside metal panels. Several 


AMERICAN ARTISAN, NOVEMBER 1960 


BUILT-IN VENTS for heat, smoke and objection- 
able odor producing machines have been placed 
at each vertical column for convenience of ex- 
hibitors. (Column was later enclosed with lath and 
plaster) 


of these intake ducts are as large 
as 6 ft, 6 in. high and 8 ft wide. 


Ventilation of Taxi Lane 


Positive ventilation for the trans- 
portation lane is provided by a 
system of dual discharge openings 
located approximately 20 ft apart 
along the exterior wall. Return air 
is taken into the return plenum 
through grilles located above the 
loading platform and from a make- 
up air intake located remotely 
from the entrance and exit of the 
transportation lane. Axial type 
blowers are used for this ventila- 
ting system. Excess air is permit- 
ted to flow from the entrance and 
exit openings of the lane. 

Fire protection is provided by 
the use of fire dampers at every 


point where a duct penetrates a 
masonry wall. These fire dampers 
are located at approximately 30 ft 
intervals on the lakeside level of 
the building, which is one floor be- 
low the exposition hall. The lake- 
side level contains the restaurant 
facilities, meeting rooms and 
dressing rooms for stage personnel. 


High Pressure System Used 


Because of space limitations, 
some of the air conditioning equip- 
ment used for comfort condition- 
ing is designed for high static pres- 
sure ( 4 in. wg). These duct sys- 
tems are acoustically insulated on 
the inside with 1 in. of rigid insu- 
lation. Duct systems for low static 
pressure air distribution systems 
are insulated on the outside with 1 
in. of thermal insulation, 
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continued... 


TO GET THE SUPPLY OUTLET in its proper location, ducts had to twist and turn 


Ducts Twist and Turn to 


Air from high static pressure 
systems is admitted to low static 
pressure systems through the use 
of automatically operated mixing 
boxes using proportioning damp- 
ers operated by thermostats located 
in the conditioned area. 

Approximately 30 mechanics 
were required for 18 months to 
erect the various duct systems 
needed. To move equipment and 
supplies from one area of the build- 
ing to another, a light weight stake 
truck was used to facilitate han- 
dling of the equipment needed and 
to avoid lost time during erection. 


TRANSPORTATION LANE to 
handle 400 taxis as well as 
public and private buses re- 
quires large quantities of 
fresh air to offset engine ex- 
haust fumes 
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AIR HANDLING EQUIPMENT prior to its enclosure was mounted on sound absorbing concrete boxes 


entire main floor available 


dling equipment to make 
for exposition space 


ELEVATED PLATFORMS have 
been provided for air han- 
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COMPLETED COMPONENTS 
are polished with 180 grit 
compound fo restore original 
No. 4 finish to the 18 ga 
stainless steel sheet used 


Makes Mobile Kitchen Units 


To Level Shop Work Flow 


.-. by smoothing out peaks and valleys of shop schedule. 
Contractor specializes in custom made stainless 
steel mobile food dispensers for cafeterias 


SOLVING PROBLEMS OF people engaged in 
food service, in connection with storing, prepar- 
ing and serving, involve the use of a variety of 
mobile equipment. Insulated dispensers are 


used in cafeterias for: 


Dishes 
Cups 
Saucers 
Glasses 


Hot Foods 
Salads 
Trays 
Silverware 
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FABRICATION OF MOBILE stain- 
less steel food service equipment 
offering special features and func- 
tional design has helped Fassinger 
Sheet Metal Inc., Cleveland, O., to 
level out the peaks and valleys of 
work flow through its shop. Some 
special features of the various 
kinds of food service equipment 
fabricated are: ball bearing corner 
bumpers; half oval strip bumpers 
along dispenser sides; stainless 
steel chassis plates; piano hinged 
side and top panels; tubular, 
chrome plated, adjustable, vertical 
supports, and automatically con- 
trolled electric heating elements. 
These food service units are 
fabricated for a nationally known 
company that specializes in assist- 
ing restaurant owners in solving 
food servicing problems. Adapta- 
tion of the distributing company’s 
ideas to a practical product was 
the job of Al Fassinger, who made 
available his 33 years of experi- 
ence in fabricating stainless steel 
equipment. 


Mobile Units Are Versatile 


Mobile equipment is used in 
many places in the restaurant busi- 
ness. For instance, in a typical 
cafeteria, there are cup, saucer, 
and glass dispensers, silverware 
and tray dispensers, heated food 
display dispensers and hot food 
storage dispensers. This mobile 
equipment makes it possible for 
each segment of a cafeteria service 
counter to be taken out during slow 
periods in the day, cleaned and 
replenished for the rush hour. It 
also makes it practical to quickly 
change over from the service of 


~ FREEDOM OF MOVEMENT for top and side doors of food dis- 
penser is checked. Duplicate top and side doors are on the 
opposite side of this two compartment dispenser 


SPECIAL FEATURES include rotary ball bearing corner bumpers 


and the large rubber tired casters being attached 


one meal to that of another. A 
third advantage of mobile service 
equipment is that the noise and 
confusion involved in replenishing 
depleted stocks of food, dishes and 
utensils during the rush hour is 
eliminated from the dining area, 
since this operation is performed 
in the kitchen. Auxiliary equip- 
ment is moved into place as soon 
as replacements are needed at the 
serving counter. 


Mobile equipment is so designed 
that units fit into a predesigned, 
permanently located counter. The 
mobile dispensers are moved into 
openings provided in the perma- 
nent counter that match the dimen- 
sions of the various pieces of 
equipment. Mobile food service 
equipment is also used extensively 
for banquet service, where large 
quantities of food of duplicate 
types are required at one time. 
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An example of the craftsman- 
ship that must go into each piece 
of mobile food service equipment 
is the application of a heated dish 
dispenser. Because of the design of 
the opening in the permanent 
counter — where an attendant will 
remove a warm dish at the time it 
is needed — the dish dispenser 
must be constructed to exact meas- 
urements. Also, due to the shape of 
the opening and the position of the 
dishes within the dispenser, top 
and bottom dimensions often vary 
as much as 10 inches. Any irregu- 
larities in the framing of the dis- 
penser will reduce the inside di- 
mensions, which are usually de- 
signed for plates of specific size. 
Variations between interior meas- 
urements and exterior measure- 
ments must allow not only for the 
framing and metal, but also for the 
1% in. rigid insulation used around 


the four walls and in the top and 
side doors. 
To avoid moisture penetration 


into the insulation, the interior 


stainless steel liner is inserted firm- 
ly against the insulation and cut 
to fit the dimensions of the outer 
shell. After being placed into posi- 
tion, a 14 in. lap is turned and spot 
welded into position. The entire 
cabinet, inside and out, is fabri- 
cated from No. 4 finish, 18 ga No. 
302 stainless steel. All corners are 
welded and dressed to eliminate 
sharp edges. 


Uses Piano Hinged Door 
The heated mobile dish dispen- 


ser — with overall outside dimen- 
sions of approximately 35 in. 
length, 2814 in. width at the bot- 


tom and 33 in. height — will hold 


360 ten-inch plates that are stacked 


Unit Uses Double 


in compartments on each side of 
the unit. When one compartment 
has been emptied, the dispenser is 
moved out, reversed and replaced 
in position at the counter, with 
the second side being made ready 
for use. 

The dispenser utilizes two sets of 
doors on each side for access to 
the plates. A top insulated door 
(insulation is covered by stainless 
steel) is piano hinged along the 
center line of the length. This door 
is laid back, overlapping its coun- 
terpart on the opposite side of the 
dispenser. Attendants at the food 
counter can reach into the dispen- 
ser for plates, as needed. Partial 
coverage of the compartment 
serves to keep the plates warm until 
used, yet keeps them readily avail- 
able to the cafeteria counter at- 
tendant. 

When the supply of plates has 


ELECTRIC HEATING _ ELE- 
MENTS, adjusted to main- 
tain 130 F are installed in 
metal panel at bottom of 
dispenser 
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Wall Cabinet 
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been lowered to a point where it’s 
inconvenient to reach them from 
the top, the attendant opens the in- 
sulated side door (which is also 
covered with stainless steel inside 
and out), and obtains plates as 
needed until the bottom of the pile 
is reached. 


Cabinet Heated Electrically 


The plates are heated by electric 
elements in each mobile dish dis- 
penser, which is controlled by a 
thermostat set for 130 F. The ele- 
ment is located in the bottom pan 
of the dispenser, and heat rises be- 
tween the two dish compartments 
providing even heat at a specific 
temperature, All cabinets are cali- 
brated and pretested for two hours 
before they are sent to the com- 
pany that sells them. 

The cabinets are equipped with 
5 in. metal, rubber-tired casters 
with ball-bearing axles. Around 
the base of each dispenser is an 


DUPLICATION OF COMPO- 
NENTS, such as these dish 
compartments, lowers fabri- 
cation costs per dispenser 


OUTER SHELL for a mobile dish dispenser is 


checked against specifications by Al Fas- 
singer, Fassinger Sheet Metal, Inc. 


oval-shaped rubber strip bumper 
to protect the unit from contact 
with other objects in the restau- 
rant. Further protection is added 
by a ball-bearing rotary bumper at 
each corner to permit the dispen- 
ser to slide easily into close toler- 


ance compartments and to be held 
firmly there. 

When the dispenser has been 
completed, it is polished with a 
180 grit polishing compound and 
then paper-wrapped for shipment 
to the customer. 


- 
4 
7 
: 
“ 
i, 
| 


RAIN CARRYING EQUIPMENT should 
be joined and fastened according 
to recommended procedures if a 
minimum of maintenance is de- 
sired. Recommendations by the 
Committee of Stainless Steel Pro- 
ducers of the American Iron and 
Steel Institute for stainless steel 
gutters and conducter pipe are 
based upon research and field tests 
in various sections of the country. 

Lap seam joints should be sol- 
dered to obtain stout, watertight 
seals. Where no structural support 
is required of the gutter, the sol- 
dered seam provides rigid support 
between hangers. Where structural 
support is needed, a mechanical 
lock in addition to the soldered 
joint is necessary. 

Rigid support for sections of 
conductor pipe can be achieved 
without providing soldered joints. 
Snap, clipped or cleated seams 
serve equally well to provide the 
strength needed. 

Bolts, screws and other type 
fasteners are used when gutters 
and conductor components must be 
taken apart occasionally. Stainless 
steel fasteners should be used on 
stainless steel gutters and conduc- 
tor pipes because dissimilar metals 
will cause electrolytic action and 
surface streaking. Suggestions on 
where to install fasteners and 
hangers on gutters and conductor 


pipes are given in Fig. 1 and 2. 


Installation Guide for Stainless Rain Goods 


Fastening and hanging recommendations 
based on American Iron and Steel Institute’s research 


assure long service 


ROOFING LOCKED INTO GUTTER 


Vg STAINLESS STEEL 
BOLT NUT 


| NO 10 STAINLESS STEEL 
WOOD SCREWS - STAGGERED 
EACH HANGER 


Yq | 
BAR HANGER | 


SECTION THRU GUTTER 


| TUBE SOLDERED ONTO 
| BOTTOM OF GUTTER 


yi | | \ ELONGATE TUBE TO FIT 


1 GUTTER DETAILS and instructions for assembling 
stainless steel rain goods 


Va STAINLESS STEEL BOLT 


i BOLT & NUT 


18go X 2" STAINLESS 
STEEL BAND 


2 CONDUCTOR INSTALLATION details as recommended 
by American Iron and Steel Institute 
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THIS COMPLETE LINE IS YOUR 
STREAMLINED BUSINESS OppoRTUNITY! 


GAS FIRED OIL FIRED 


Horizontal — low and compact, 
assembled and wired — 80,000 
to 140,000 Btu input. 


Horizontal — Heating element, 
blower and motor assembled ’ 
in casing — 89,600 to 224,000 

Btu output. 


3 Basement — Gas or 
Upflow — Compact, Counterflow — Oil Fired packaged, Upflow — Assembled Basement — Heavily 
completely bl Completely easily assembled — and Wired Units constructed, 
and wired units — assembled and 105,000 to 260.000 with refractory : assembled and 
75,000 to 200,000 wired — 75,000 to Btu (Gas) — 84,000 Firebox — 78,400 to wired — 84,000 to 
Btu input. 150,000 Btu input to 192,000 Btu (Oil). 112,000 Btu output. 112,000 Btu output. 


If you have been paying the penalty of a big stock 
and heavy indebtedness in order to get the “direct” 
price, see what your Luxaire jobber has to offer you! 


be much less than when you try to do it yourself! 


Furthermore, the complete line of excellent, 
heavily constructed Luxaire Units with which he 


His price on every unit in the complete Luxaire supplies you are really competitive in price, and 
Line always is competitive. And while it may some- still have the advantage of wholesale service, because 
times be a little bit more than a “direct” price, your Luxaire’s advanced production methods reduce 
Luxaire jobber carries the stock, delivers the units manufacturing costs! 


when you need them and backs them with service! 


In other words, he is the wholesaler — not you. And 
your long-run cost for his wholesale service can 


Check your real costs and see how much more it 


may be costing you to buy “direct”. Then see your 
Luxaire jobber, today! 


PLUS — COAL FURNACES * UNIT HEATERS * CONVERSION BURNERS + AIR CONDITIONING 


Coal Furnaces 


Bs (1) 2,3, 4, 5 H.P. Air 
= @ Cooled Condensing 


3 Winter Year ‘Round 
A. C. Sizes. Units, (2) Plenum Combination 
4 Gravity ; Evaporater, (3) Duct Units, Air 
Sizes. = Evaporator, 
is (4) Counterflow Cooled, Gas 
Gas Fired ay Evaporator, (5) Blower- or Oil Fired 
Unit Heaters, Convention Evaporator Unit. 
5 Model 


C. A. OLSEN MANUFACTURING COMPANY « « onto 


HEATING & AIR CONDITIONING UNITS 
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EXCELLENT PAINT-GRIPPING surface characteris- 
tics of Republic Electro Paintlok® are not affected 
by forming operations, Produced by electro- 
galvanizing, plus a chemical treatment, Electro 
Paintlok not only holds paints, lacquers, and 
enamels better, but also, has an exceptionally 
smooth, non-spangled surface that results in 
finished, painted products with lasting eye 
appeal. Mail coupon for more information. 
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DEEP DRAWING of Republic ENDURO® Stainless 


Sheet steels to meet every fabricating require- 
ment in your shop come from Republic. Steels 
with greater formability—to take sharp, acute 
angles, and never crack or flake—to withstand 
deep drawing operations, yet hold their strength 
and performance properties—to cut clean, be 
punched and perforated—to undergo extensive 
fabricating, and come up shining bright. 


Prove it yourself. Whether it’s a simple duct- 
work job, or a complex custom piece, you can 
depend on Republic Sheets for easy-working 
formability, consistent quality and uniformity. 
Republic Sheet Products include Electro Paint- 
lok, galvanized, galvannealed, stainless, high 
strength, and alloy steels, and titanium. 


illustrates the exceptional formability of this 
versatile material. Highest uniformity and quality 
of Republic Stainless assure satisfactory per- 
formance with all types of fabricating techniques 
—blanking, shearing, punching, drawing, spin- 
ning, shrink and stretch forming. Republic Stainless 
is offered in many types and finishes to meet your 
exact requirements. For more data, mail coupon. 


THESE STEELMARKS of the American 
Steel Industry tell you products 
are made of steel, stainless steel, 
or galvanized steel. Look for them 
when you buy. Place them on 
products you sell. 


BENDING, FLANGING, seaming — ductile zinc coat- 
ing on Republic Galvannealed Sheets stays tight, 
resists flaking, peeling, or spalling. Hot dip 
galvanizing plus special heat treatment give 
Galvannealed a graduated coating of iron-zinc 
alloys between the pure zinc outer surface and 
the base metal. The tough, uniform protective 
finish is spangle-free, provides a good paint 
base, withstands temperatures up to 750°. 


REPUBLIC STEEL CORPORATION 

DEPT. AA-9833-R 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send additional information on the following: 
O Galvannealed Sheets 

O Republic Stainless Steel Sheets 
O American Steel Industry STEELMARKS 


FORMING OPERATIONS do not damage the uni- 
form, tight zinc coating of Republic Continuous 
Galvanized Sheets. This product is well suited for 
applications where low initial cost is a con- 
sideration. The zinc coating won't crack, flake, 
or peel under any forming process permitted 
by the base metal. This means that costly dip- 
ping after fabrication is eliminated. 


OElectro Paintlok Sheets 


Name Title 

Firm 

Address. 

City Zone State 
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PLANT MANAGERS and purchasing 
agents are seldom aware of the 
many skills and services rendered 
by the sheet metal contractor. and 
it's a continuing problem to keep 
this group of potential customers 
fully informed. 

Trost Sheet Metal Works. Erie. 
Pa.. has developed a display that 
is helping them in this direction. 
It is used at local machinery ex- 
hibits and plant meetings. 

The display consists of two sec- 
tions, each hinged in the middle, 
and fabricated from 0.062 alu- 
minum sheet. Overall size is 6 ft 
3 in. high and 12 ft wide, when 
both sections are bolted together. 

Each section consists of two pan- 
els joined together by piano hinges. 
and bolted together in the back. 
When assembled, it is possible to 
bend the two end sections slightly 
forward to give an indented ap- 
pearance to the display. 

The 6 ft center section between 
the two wings is decorated with a 
view of a large manufacturing 
plant and its adjoining buildings. 
A caption at the top of the two 
panels reads “Trost Sheet Metal 
Works.” 

One wing shows a man working 
at a drafting board and a caption 


describes his action as “designers.” 
On the opposite wing the illustra- 
tion shows a man welding a large 
round sheet metal duct and the 
caption reads: “fabricators.” 


EXAMPLES of products and services presented in this display by Trost 
Sheet Metal Works result in many orders for special items by plant 


managers and purchasing agents 


A 9 ft table is placed between 
the two wings and on it are sam- 
ples of the different types of prod- 
ucts the company has fabricated 
for customers. 

Examples of the products fabri- 
cated include hoppers. 
magnetic pumps (designed to oper- 
ate at 45 lb pressure and made of 
14 in, plate), aluminum window 


storage 


frame sections, stainless steel let- 
ters and motor baffles. 

Three pictures are used to illus- 
trate entire installations, one con- 
sists of an exterior boiler breech- 
ing mounted to the side of a build- 
ing, another shows installed mate- 
rial storage hoppers, and a third il- 


lustrates control cabinet stands. 
Stimulates Orders 


Jack and Jim Trost attend the 
exhibit when it is used. They re- 
port that plant managers and pur- 
chasing agents find among the ar- 
ray of equipment on display prod- 
related — to 
products that they periodically find 


ucts similar or 


necessary to have fabricated. 

They also say that these persons 
are favorably impressed wiih the 
workmanship of the display and as 
a result orders for many special 
items are continually being routed 
to the Trost Sheet Metal Works for 
fabrication. 
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You can tell a Metalbestos Man 


By the Gas Vent Calculator he uses! 


This handy new pocket computer is the only 
device of its kind to give correct answers in 
seconds to the most complicated vent design 
questions. Who’s it for? Why the man who 
installs Metalbestos, of course! It allows him 
to make his “take-offs” on the spot, give fast 
accurate bid estimates, save precious minutes 
on the job. Just one more scientific selling tool 
from Metalbestos — it’s yours without charge. 


ARTISAN, November 1960 


AVAILABLE ONLY FROM METALBESTOS * Gas Vent 
Calculator * Reader's Digest Reprints * Color Slide Film 
“Heat in Harness” * Venting Schools * Vent Installation 
Handbook * Gas Vent Service Bulletins * Safety System 
Seals * Sales & Technical Literature ¢ Ad & Article Re- 
prints * Direct Mail Materials. 


See your Metalbestos distributor or write Dept. B-1 Cu) 


METALBESTOS owision 
WILLIAM WALLACE COMPANY 
MANUFACTURING PLANTS IN BELMONT. CALIF. 


LOGAN. OHIO 
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Carrier gives you what it takes to... 


orner the Market 


American Artisaxn, November 1960 


NEW! “CORNER THE MARKET” CAMPAIGN! 


AMERICAN ARTISAN, NOVEMBER 1960) 


Outstanding travel and merchandise awards for you and your salesmen . . . Hawaii .. . Jamaica. . . 
Regional parties . . . Mercedes-Benz Sedan . . . Ampex Stereo. Scores of luxurious prizes. 
All wrapped up in the most comprehensive incentive program ever offered to air conditioning dealers. 


NEW! INDUSTRY’S MOST LIBERAL FINANCING! 


Free floor plan. Stock now, pay as you sell! No down payment. No off-season interest or carrying 
charges. You get complete flexibility in financing to fit your needs and your local market. 


NEW! ADVERTISING THROUGH THE WINTER! 


First big off-season promotion featuring Carrier’s exclusive “12-Month Home Air Conditioning.” 


PLUS THE OTHER KEY MONEY-MAKING FEATURES OF A CARRIER FRANCHISE: 


e The famous Carrier brand—built by the acknowledged leader and founder of the industry. 

* Broadest selection of equipment for every market and every air conditioning need—yours with Carrier. 

e Complete emphasis on air conditioning—no dilution because of other interests. 

¢ Solid support from the best established, most experienced distributor organization in the business. 
Carrier distributors, on the average. have sold the Carrier line for over 15 years. 

e Strong national advertising backed by 25 years of continuous advertising effort. 
Every ad directs prospects to Carrier dealer listings in the Yellow Pages. 

e Revolutionary advances pioneered by Carrier—including the new and sensational Carrier Automatic 
Air Purifier. 

e Financing handled by a Carrier affiliate. Your customers get liberal terms and you gain their confidence. 

e Sales training that is continuous and complete. Offers vital aid to you and your salesmen. 

® On-the-spot help and training in modern engineering. service and business management techniques. 


® Carrier Planned Service—a high-margin profit maker and volume builder in off seasons. 
You can keep your service and installation crews intact and fully staffed year round. 


The sooner you get started on Carrier’s 
“CORNER THE MARKET” Campaign, the greater your 
“share value” and the bigger your prizes. 

Get in touch with your Carrier distributor right away! 


Air Conditioning Company 


A DIVISION OF CARRIER CORPORATION + SYRACUSE |, N.Y. 
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WHAT ASSOCIATIONS ARE DOING 


a 


DISTRIBUTION of golf prizes was 
handled by Ted Criel (left) and 
past president Herb Tanis 


tractors’ 


Air Distribution Industry Doing Good Job 


... City official tells air conditioning 


q ARRAY OF GOLF PRIZES is ex- 
amined by Air Conditioning Con- 
Alliance president Al 
Verbeek (left) and executive sec- 
retary Ted Criel 


contractors. Speaker holds industry blameless in two recent 


ELMuHuRST, ILL. The Air Con- 
ditioning Contractors’ Alliance at 
its annual outing heard John J. 
Aeberly, chief, Bureau of Heating. 
Ventilating and Industrial Sanita- 
tion, City of Chicago, discuss two 
recent cases where deaths were 
blamed on air distribution  sys- 
tems. (Alderman and Mrs. Charles 
Weber were the victims in one 
accident, and a Chicago business- 
man and his wife were involved 
in the other.) Mr. Aeberly 
ported that he personally inspected 
the air distribution systems for 
the county coroner's office. In the 
case of Alderman Weber. he said. 
the air distribution system was 
designed according to industry 
recommended practices and could 


not have been, in his opinion. the 


cause of toxic fumes entering the 


bedroom from the garage. 


Owner Altered System 


In the other case, the inspection 
revealed that certain alterations 
made by the owner contributed to 
setting up a condition which re- 
sulted in flue gases being drawn 
into the duct work. Had the re- 
quirements of the city code been 
complied with. the circumstances 
that made this possible would not 
have occurred, he said. 

Error. in this case could not 
have been attributed to the dealer- 
contractor, as he had no way of 
knowing about the homeowner's 
alterations. 

Mr. Aeberly said the Chicago 


accidents involving air distribution systems 


heating and air conditioning in- 
dustry had exercised good judg- 
ment in both cases, and had ex- 
onerated itself of any blame for 
the deaths. He pointed out that if 
any evidence were to show that 
the city ordinances are inadequate, 
the code would be quickly ad- 
justed to prevent possible recur- 


rences. 


Winning Golfers 


Members and guests of the 
Alliance participated in their fa- 
vorite sports, with a golf contest 
proving most popular. Low score 
honors went to Jerry Anderson, 
Mickey Keefer, J. Kruger and 
Lars Schulein. 


(More association news on page 66) 
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Any way you look at it... you can see the big difference 


in USS Galvanized Steei Sheets Examine any bend in a piece of ductwork 
made of USS Galvanized Steel Sheets. Look at it closely; run your fingernail along the bend, and 
notice that the zinc doesn’t flake off. Severe bending or lock seaming won’t flake it. USS Galvanized 
Steel Sheets are much stronger. Your ductwork is more rigid. Lock joints stay tighter. You can put 
up longer spans with fewer supports. Installation is quicker, easier, less expensive. Galvanized Ducts 


are fire resistant. Specify USS Galvanized Steel Sheets for your next ductwork job. 


USS 1s a registered trademark 


United States Stee! Corporation — Pittsburgh 


Columbia-Geneva Stee! — San Francisco 
Tennessee Coal & iron — Fairfield, Alabama 

This mark tells you a product 
is made of modern, dependable Steel United States Stee! Export Company 
United States Stee! Supply— Steel Service Centers 


United States Steel 
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You can predict 
if they are... 


MULTI-SHUTTER 
WALL REGISTERS 


SIDEWALL OR 
CEILING DIFFUSERS 


AIR GRILLES 
FLEXIBLE FIN TYPE 


ADJUSTABLE 
DEFLECTION GRILLES 


ROUND 
DIFFUSERS 


When performance really counts, “Air Mate" 
engineered products, backed by engineering 
data, provide you the efficient answers to your 
heating and air conditioning problems. 

A complete line of Registers, Grilles and 


ADJUSTABLE ee ol Diffusers is available for every requirement. 
DEFLECTION REGISTERS 


Write for free illustrated catalog with com- 
plete engineering section that is invaluable to 
help you to properly select, locate, and size 
return grilles and outlets for your installations. 


DRY MANUFACTURING co. P.O. BOX 797 


e WINTERS, TEXAS 
INCORPORATED 
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EXAMPLE: 
Over 1000 Clarage fans of 
this type are serving one 
manufacturer alone. 


RE-ORDERS ... .. . RE-ORDERS 


You name it . . . Clarage has it for virtually any indus- 
trial air handling assignment. 


Take the Type XL Fan shown. It’s built in 16 sizes and 
four arrangements for volumes to 130,000 CFM, tem- 
peratures to 1000°F., pressures to 18”. AMCA Certified 
Rating Seal applies to the three different wheels available 
—open, rim, and backplate types. 


In the Clarage tradition of heavier duty construction, 
here is quality equipment assuring better results over a 
longer period of service. No wonder all 100 of America’s 
100 largest industrial corporations are Clarage users. If 
you too are after air handling and conditioning equip- 
ment that has what it takes—in every respect—contact 
our nearest sales engineering office. 


Dependable equipment for making air your servant 


CLARAGE FAN COMPANY 


ES. ENGINEERING onnces IN ALL PRINCIPAL CITIES ¢ IN CANADA: 
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WITH THE ASSOCIATIONS 


Midwest Golf Outing 


Old Timers Hold Annual 


PRIZES AND AWARD WINNERS receive congratulations. From left are 
Paul M. Doepel, C. B. Bendix, Frank C. Hackeit and Charles C. Cochran 


E_mMuurst, IL. The annual 
Midwest Gol-Fun Party brought 
together members of the Old 
Timers’ Club from Wisconsin, 
Michigan, Illinois and Indiana for 
a day of renewing old friendships 
and reliving pleasant experiences. 
Among the day’s activities was a 
golf tournament, with members of 
the group competing for posses- 
sion of a 26 in. trophy. Scoring 


was based on a handicap system 


CHARLES B. BENDIX (left), national chairman o 


invented by Charles Bendix, na- 
tional chairman of the club. This 
year’s winner was Frank C. Hack- 


ett. Milwaukee. 


Several prizes were awarded to 
Paul M. Doepel, Evanston, who 


scored low gross and low net. also 


came closest to the 
Owens, Chicago. won 
hogey prize. 


pin. John 
the blind 


National chairman Bendix an- 


(Continued on page 70) 


f Old Timers’ 


Club, an- 


nounces a St. Valentine's Day party to be held during International 
Heating and Air Conditioning Exposition in February 


(Continued from page 62) 


Canadian National 
Chapter Council Meets 


IsLincton, Ont. — Members of 
the national chapter council of the 
National Warm Air Heating and 
Air Conditioning Association of 
Canada met recently at Associa- 
tion headquarters to discuss sub- 
jects of interest to the warm air 
heating industry in general and to 
association members in particular. 

One of the subjects covered was 
group life, sickness and accident 
insurance, and the council recom- 
mended that a program be devel- 
oped and sponsored by the associa- 
tion for members in areas not ade- 
quately served by such a plan. 

Two members of the council 
were appointed as a subcommittee 
to investigate the possibility of 
having a firm of business manage- 
ment consultants study problems 
faced by dealer-contractors. 

The council chairman was ap- 
pointed to collect material for a 
sales training program for dealer- 
contractors, 


Discuss Exams 
For Journeymen 
At Minneapolis 


MINNEAPOLIS A proposal to 
conduct examinations to certify 
incoming sheet metal workers as 
qualified journeymen was dis- 
cussed at a recent meeting of Local 
34 and members of the Air Con- 
ditioning & Heating-Roofing & 
Sheet Metal Association of Min- 
neapolis, Inc. Representing the 
association were John Somers. 
president; Dale Lynch, executive 
secretary; and Lynn Thomas. The 
group will meet again to discuss 
further the advisability of estab- 
lishing a joint committee to con- 
duct such testing. 


(More association news on page 70) 
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BETTER 


AT THE COMPETITIVE PRICE 


GAS FIRED @ When you are seeking a better Fur- 
Assembled and Wired Winter Air nace or Air Conditioning Unit, you'll 
Conditioners . . . Upflow, Counter- find none that provides the many 
flow and Horizontal. ..Heavy Gauge desirable qualities of Moncrief — and 
Heat Exchanger and Cabinet. is so competitive in price. 


When you are seeking a low price, 
you'll find that certain cheaply con- 
structed units cost less than Moncrief. 


However, it’s a fact that superior 


GAS OR OIL FIRED 
Basement Type Winter Air Condi- 


tioners . . . Burn either Gas or Oil Moncrief Furnaces and Air Conditioning 
with Equal Efficiency . . . Heavy Units are competitive in price with 
Gauge Heat Exchanger. many cheaply constructed units. 


So why not get competitive and stay 
competitive with Moncrief? This is the 
line you know you can rely on for 
dependable performance, rugged 
construction and advanced design — 

OIL FIRED backed by 65 years of manufacturing 


Assembled and Wired Winter Air experience. 


Conditioners . . . Upflow, Basement Call your Moncrief Wholesaler, now. 
and Counterflow . . . Heavy Gauge 


Round Heat Exchanger with Refrac- Enjoy a competitive price without pay- 
tory Firebox. ing the premium of a large inventory. 


THE HENRY FURNACE F] COMPANY : MEDINA, OHIO 


 MONCRIEF|| 
HEATING AND AIR CONDITIONING UNITS SINCE™M895 FURNACE PIPE AND FITTINGS 
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3M Brand Adhesives and Sealers 
answer these insulation needs... 


HIGH HEAT RESISTANCE. Rugged Adhesive EC-1128 
holds tight despite temperatures as high as +300° F 
And it resists moisture so that steam can’t loosen the 
bond! Even when temperatures drop to —20° F, it 
still holds insulation to the duct. What’s more, 
EC-1128 provides instant grip ... yet plenty of open 
time to let you position the insulation without rush- 
ing. With EC-1128 you can also bond lapped foil-to- 


foil seams to keep insulation dry for top performance. 


FLEXIBILITY. Resilient Sealer EC-800 stays rubbery, 
flexes with duct expansion and contraction. It’s ideal 
for high velocity systems! Sets up firmly at duct 
joints; won’t flow out of seams under pressure. Apply 
EC-800 with brush, flow gun or putty knife. Once 
dry, EC-800 forms a tight seal that actually adds 


structural strength to duct work. 


SEE WHAT 3M ADHESIVES CAN DO FOR You. Contaet your 3M 
Field Engineer. Or, for more infgrmation and free 
literature telling how time-tested 3M Brand Adhesives 
and Sealers can help to solve virtually all your insula- 
tion installation problems, write on your company 
letterhead to: A.C. &S. Division, 3M, Dept. SBJ-110, 
900 Bush Avenue, St. Paul 6, Minnesota. 


ADHESIVES, COATINGS AND SEALERS DIVISION 
[fining ano COMPANY 
.+. WHERE RESEARCH IS THE KEY TO TOMORROW 
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No. 1042. Adjustable, 8-12". 
Depth of cut, 24". Weed handle. 


CRESCENT HACKSAWS 


have what it takes 


No. 1046. Adjustable, 8-12”. 
Depth of cut, 2%". Stee! handle. 


NO. 1047. ADJUSTABLE, 8-12". 
DEPTH OF CUT, 344". 


Strong, rigid, well-balanced Crescent Hacksaws are of 
designed for the exacting mechanic. Choose from five 6.1044 with steel hondie. 
popular patterns having wood, steel or Neoprene 
handles and nickel or chromium plate finish. The soto BY HARDWARE DEALERS 
Neoprene handles are far superior to plastic. They are ““® oa 
impervious to oil and acid, unaffected by 

extremes of heat or cold, have high 

dielectric value and are practi- 


cally unbreakable. 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retcilers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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WITH THE ASSOCIATIONS 


Chicago Golf Association Holds 
Annual Tournament at Ruth Lake 


CHICAGO Al Verbeek, Verbeek 
Heating Co., became the 1960 
champion of the Chicago Warm 
Air Golf Association upon com- 
pletion of the group’s annual 
tourney. The champion receives a 
20 in. silver loving cup on which 
his name is added to the list of 
champions of other years. Anyone 
becoming champion three times 
will win the cup permanently. 


4 


CHICAGO GOLF Associa- 
tion's prize committee makes 
its selections. From left are 
Lars Schulein, Ruth Lake's 
“pro”, and George Ander- 
son 


The final golf outing and din- 
ner was held at Ruth Lake Coun- 
try Club, where the Peoria system 
of handicapping is employed to 
qualify all members for competi- 
tion. Lowest net scores were turned 
in by: 

Jerry Anderson, Anderson Heat- 
ing Co. 

George Anderson, Condensation 
Engineering Co. 

V. Nelson, Jones Sheet Metal 
Co. 

John Owens, Minneapolis-Hon- 
eywell Regulator Co. 


Charles R. Bennett, Warren 
Barr Supply Co. 

Babe Frick, Robinson Furnace 
Co. 

Al Verbeek, Verbeek Heating. 

John J. Nimeth, Robinson Fur- 


nace Co. 


Ivar Anderson, Anderson Heat- 
ing Co. 

Mickey Keefer, General Controls 
Co. 


CONGRATULATIONS are ex- 
tended to the 1960 golf 
champion, Al Verbeek (left) 
by Jerry Anderson, 1959 
champion of Warm Air Golf 
Association 


Officers elected for the 1961 
term are: George Anderson, presi- 
dent; Al Verbeek, vice president 
and treasurer; George Bunt, secre- 
tary; and Jerry Anderson, chair- 
man, arrangement committee. 


Atlanta Association 
Elects New Officers 


ATLANTA — The Central Georgia 
Sheet Metal Contractors Associa- 
tion of Atlanta recently elected the 
following officers: president, C. L. 
Pratt, The Pratt Co.; vice presi- 
dent, H. D. Green, A-G-N Con- 
tracting Engineers; and secretary- 
treasurer, Rogers Toy, Carrier 
Corp. John R. Tufts, retiring pres- 
ident, automatically became past 
president. 


(Continued from page 66) 


Toronto Chapter 
Reorganized 


Toronto — Reorganization of 
the Toronto district chapter of the 
National Warm Air Heating and 
Air Conditioning Association of 
Canada has recently been com- 
pleted and new officers have been 
appointed. H. D. Davis is the 
group's new president; G. C. 
McKay, vice president; and J. 
A. McArthur, secretary-treasurer. 
New board members are L. V. 
Routledge, B. F. Murfin, G. Goulet 


and L. Villeneuve. 


Testing Instruments 
Discussed at Kalamazoo 


KaLaMazoo — Dealer-contractors 
were urged to bring both sales 
and servicemen to a recent meet- 
ing on testing instruments held by 
the Kalamazoo Heating & Air Con- 
ditioning Association. The pro- 
gram was presented by Bacha- 
rach Industrial Instrument Co. 


Old Timers Meet 
For Golf Outing 


(Continued from page 66) 


nounced the club’s plans for a 
get-together during the Interna- 
tional Heating and Air Condition- 
ing Exposition scheduled for Feb. 
13-16, 1961 in Chicago. Members 
and their wives will meet for a 
banquet on Tuesday, Feb. 14, at 
the Furniture Club. This will be 
a St. Valentine’s Day party, and 
reservations are being handled by 
the national chairman, whose ad- 
dress is 6809 Elizabeth St.. Chi- 
cago 36. 

Arrangements for the Gol-Fun 
party were handled by Charles C. 
Cochran, Charles R. Bennett and 
F. J. Moran. 


(More association news on page 74) 
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"| FOR CONSISTENT 


FOR FAST 
DELIVERY 


FOR COMPLETE 1 
SATISFACTION 


Why? Because their CONTRACTOR-CUSTOMERS are always 
pleased with Standard Registers and Grilles. Contractors like 
the engineering, quality, design, delivery and satisfaction they 
receive with Standard Registers and Grilles. No wonder that 


Standard is known as the “‘no-problem’”’ line for WHOLESALERS 
to handle—and for CONTRACTORS to install. 


r 
Mail This C Today For Additional Detail 


3137 W. 49th Place, Chicago 32, Ill. 


Gentlemen: 
—___ lam a WHOLESALER. Please send me information on repre- 
senting the Standard Line. 


___1 am a CONTRACTOR. Please send additional details and 


With the STANDARD Lingof} 
Registers and Grilles 
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® by salesmen as sales tools 


® as direct mail pieces 


© as handouts at homeshows, fairs, etc. 


as showroom displays 


finding price 
competition 
tough? 


ADVANCE THE SALE 


STANDARDS FOR RATING 
RESIDENTIAL COOLING SYSTEMS 


STANDARDS CARDS MAY BE USED... 


OUT OF THE 


“LOW PRICE” CLASS 
by using American Artisan’s 


STANDARDS FOR RATING HEATING SYSTEMS———— 


and. 


thus avoid the pitfalls of an inadequate system. 


These Standards cards list the major points a prospect 
should consider when buying a heating, cooling or combination 
system. Words familiar to all prospects are used to explain the 
buying points and the classification of system performance into 


“GOOD”, “FAIR” or “POOR” categories. 


Classifications shown on the Standards cards are backed 
by data obtained from programs conducted in research labora- 


tories and through field investigations. 


Use these proven sales tools to show the prospect how to pur- 
chase a heating system, a summer air conditioning system, or a 
complete year ’round residential air conditioning system and 


Editors, American Artisan 


Send 6 N. Michigan Ave., Chicago 2, Ill. 
pst Send Heating Standards Cards 


Send Cooling Standards Cards 
at 2%, cents each, cash with order. 
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Centrifugal Roof Ventilator provides quiet, high volume venti- 
lation. Streamlined, compact, easy to install. Inlet cones and 
wheel rims are aerodynamically correct, provide smooth air 
flow, quiet operation. Resilient mounting minimizes vibration. 
Unit shown has maintenance-free, weatherproof spun alumi- 


num housing. Nineteen fan sizes: 7” to 54” wheel. 


Sidewall Ventilator handles large volume of air 
against static pressures. Exclusive with TRANE, 
units discharge air down and away from building. 
Provide protection against driving rain and snow. 
Cap and base are of weatherproof spun alumi- 
num. Complete size range: 7” to 15” wheel. 


Now! All your ventilator needs 
from one reliable source -Trane ! 


When you need a ventilator—centrifugal or axial 
roof or sidewall—for school, commercial, factory 
or warehouse application, you can choose the 
one you need from the complete TRANE line. 
There are models to handle any ventilating prob- 
lem—including venting of explosive and corro- 
sive fumes and gases. And TRANE ventilators 
are easy to install, easy to maintain. Motors 
are readily accessible for inspection and service. 

Other TRANE ventilating equipment includes 
the famous Torrivent that heats and ventilates; 
a complete line of Class I, II and III Fans; 


TRANE Utility Fans, Cabinet Fans, Industrial 
Fans and the newest line of Propeller Fans to 
provide 266 standard combinations to meet 
every need. 

When you plan your next ventilating installa- 
tion, turn to TRANE. One reliable source for the 
equipment you need pin-points responsibility, 
simplifies ordering and delivery, too. For further 
information and specifications on the complete 
line of TRANE ventilating equipment, call your 
nearby TRANE Sales Office. Or write directly to 
The TRANE Company, La Crosse, Wisconsin. 


Axial Roof Ventilator features exceptionally low silhou- 
ette. Aerodynamically correct inlet and hood design 
provides highly efficient air movement, reduces power 
consumption. Available for high capacity supply or ex- 
haust service. Also vertical exhaust type to discharge 
hot or dirty air straight up, away from roof. All models 
available with either direct or belt drive. 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, 
HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 
THE TRANE COMPANY. LA CROSSE. WIS. © SCRANTON MFG. DIV.. SCRANTON, PA. 


CLARKSVILLE MFG. DIV., CLARKSVILLE, TENN. @ TRANE COMPANY OF CANADA. LIMITED, TORONTO 
100 U.S AND 13 CANADIAN OFFICES 
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WITH THE ASSOCIATIONS 


(Continued from page 70) 


Study Association-Sponsored Insurance Plan for Workers 


Rocuester. N. Y. 
to extend 


In an effort 
to all employees 
whether journeymen sheet metal 


workers, office workers. truck 
drivers, salesmen or any others 
the benefits that are given to 


groups covered by union contracts. 


ROCHESTER, N.Y., OFFICERS 
examine proposed group in- 
surance plan for association 
members. From left are Rich- 
ard W. Friday, executive 
secretary; Robert Taylor, 
vice president; and Charles 
Dietz, president 


the Master Sheet Metal, Furnace 
and Roofers’ Association met re- 
cently to discuss the possibility of 
such coverage. 

Paul S. Helfer, a representative 
of a hospital and surgical insur- 
ance company, discussed rates that 


could be offered to dealer-con- 
tractors under a group policy 
based upon the association’s mem- 
bership. He pointed out that any 
heating-air dealer- 


contractor, sheet metal contractor 


conditioning 


or roofing contractor could set up 
an individual company 


policy coverage. However, he said. 


group 


because of the larger number that 
would come under the coverage 
offered by membership in an as- 
sociation’s group plan, additional 
benefits could be given for very 
nearly the same premium pay- 
added benefits of- 


fered by an association-sponsored 


ments. Some 


plan are: 
1) Fifty additional days’ cover- 
age over and above the normal 


(Continued on page 76) 


November 


Nov. 27-30 
tion, Statler-Hilton 


Ave.. Columbus. O. 


1961 


January 
Jan. 29-Feb. 2 National 
Home Builders. annual 


erman, executive 


February 
Feb. 2-3 


- Northamerican Heating & Air- 
conditioning Wholesalers, annual conven- 
Hotel, Detroit. Wilbur 
R. Bull. managing director. 1200 W. Fifth 


Association of 
convention. 
Exposition Center, Chicago. John M. Dick- 


director, 


N. W.. Washington 6, D. C. 


Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of Indiana, an- 
nual convention. Hotel Severin, Indianap- 
olis, Ind. Ed. Lewis, executive secretary. 
1414 E. Southport Rd., Indianapolis. 


Coming Events 


(Additional Listings on Page 76) 


Feb. 5-8 


Roofing and Air Conditioning Contractors’ 


Feb. 13-16 — 
Refrigerating and Air-Conditioning Engi- 
neers, Inc.. 
Hilton Hotel, Chicago. R. C. Cross, execu- 
tive secretary, 234 Fifth Ave., New York. 


New 


Association, annual convention. Hotel Syra- 
cuse, Syracuse, N.Y. Clarence J. Meyer, 
569 Genesee St., Buffalo. 


Feb. 13-16 — International Heating & Air- 
Conditioning Exposition. International Am- 
phitheatre, Chicago. E. K. Stevens, exposi- 
tion manager, International Exposition Co.. 
480 Lexington Ave.. New York 17. 


Feb. 20-23 — 
Conference. Kellogg Center, Michigan State 
University, 
Barrett, Michigan Department of Health, 
Lansing 4, Mich. 


New York State Sheet Metal. 


American Society of Heating. 


semi-annual meeting, Conrad 


Annual Industrial Ventilation 


East Lansing, Mich. James C. 
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Economical to buy and operate! Hairline accuracy! 
Split second action (85 cuts per minute)! Smooth, 
lively, full of pep and power! You’re looking at the 
Niagara Series One... the thrifty line for work up to 
10 gage, 10 feet. 

And what a line-up of “big shear” features... 
INSTANT ENGAGING CLUTCH: Famous 
Niagara 14 point, multiple jaw sleeve design for uni- 
form timing and rhythmic shear operation. 
HI-POWER DRIVE: Completely enclosed... clutch, 
gearing and flywheel operate on anti-friction bearings 
in a bath of oil. 

DIRECT CONNECTED MOTOR: High torque, 
pancake type. No belts, sheaves, nor belt guards. 
RUGGED, WELDED STEEL: Bed, holddown, 
crosshead, housing legs .. . for utmost strength and 
rigidity. 


NIAGARA MACHINE & TOOL WORKS -« 


CLOSED BOX SECTION: Bed and crosshead. 
Horizontal, vertical and torsional stresses resisted with 
minimum deflection. 


AUTOMATIC HOLDDOWN: Self-compensating. 
Applies instant, uniform pressure, holding sheet flat 
and tight against bed. 


PRECISION GAGING: For micrometer accuracy. 
Easily adjusted. 


LAMINATED, NON-METALLIC WAYS: 
Adjustable. Guide crosshead accurately. 


4-EDGE KNIVES: Quadruple service 
between regrinds. Heat treated, flush-faced. 
THERE’S MORE — get the complete 
description. See why you're losing money 


by waiting. Request Bulletin 73 now... 
today! 


A power squaring shears for sheet metal work 


BUFFALO 11, N.Y. « 


District Offices and Distributors Everywhere 


: 
| 
SERIES Ong 
N | \ 
| 
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WITH THE ASSOCIATIONS 


(Continued from page 74) 


Discuss Insurance 
At Rochester 


(Continued from page 74) 


120 days’ coverage. This addition- 


al protection would cost 10 cents 


extra per month per employee. 
2) Outpatient care of $100 for 


accidents. 


3) Coverage in full for diag- 


noses, 


1) Part-time worker coverage. 


IHACI Conducts 
Code Classes 


Los ANGELES Classes covering 
the Los Angeles Heating. Refrig- 
eration and Ventilating Code were 
recently held by the Institute of 
Heating and Air Conditioning 
Industries for the benefit of dealer- 
contractors in the Hollywood and 
San Fernando Valley areas. The 


course was open to salesmen. esti- 
mators, journeymen, apprentices. 
manufacturers and distributors as 
well as dealer-contractors the 
heating and air conditioning in- 
dustry. Jim Turner, senior heating 
inspector of the City of Los 
Angeles, taught the valley group. 
Hal Fitzgerald, principal inspector 
of the heating division of the City 
of Les Angeles. instructed the 
Hollywood class. 


March 


mound Rd.. Milwaukee. 


Blyd.. Toledo 6. 


Mar. 15-17 


Mar. 23-25 


April 


der, executive secretary, 8320 


Mar. 6-8 Ohio Sheet Metal 
Association, annual convention. Nether- 
lands-Hilton Hotel, Cincinnati, Ohio. Don 
Dieterle. executive secretary. 1603 S. Cove 


Contractors’ 


Michigan Heating & Sheet 
Metal Association, annual convention. Ho- 
tel Henrose. Detroit. N. J. Biddle. secre- 
tary 3035 E. Grand Blvd.. Detroit. 


Southeast Trade Exposition 
sponsored by Sheet Metal. Roofing. Heat- 
ing. Air Conditioning Contractors’ Associa- 
tion of Georgia. B. L. Noblitt. 
secretary. 208 Red Rock Bldg.. 


Apr. 6-7 Sheet Metal, Air Conditioning 


and Roofing Contractors Association of 


Apr. 13-15 Gas Appliance Manufacturers’ 
Association, annual convention. Boca Raton 


Club and Hotel, Boca Raton, Fla. Gas Ap- 


Coming Events 


(Continued from page 74) 


pliance Manufacturers’ Association, 60 E. 
42nd St., New York 17. 

Apr. 23-26 - 
vention. Statler-Hilton Hotel, Washington. 
D. C. Charles R. Burkhardt, managing 
director, 500 Sth Ave., New York 36. 

Apr. 24-26 — Sheet Metal and Air Condition- 
ing Contractors’ National Association, an- 


Mar. 6-8 Sheet Metal Contractors’ Associa- 
tion of Wisconsin, annual convention, Hotel 
Schroeder. Milwaukee. Robert S. Schmie- 


W. Blue- 


Apr. 28-29 


executive 


May 21-23 
Atlanta 3. 


conditioning Wholesalers, Inc.. spring con- 
vention. Queen Elizabeth Hotel, Montreal. 
Wilbur R. Bull, managing director, 1200 
W. Fifth Ave.. Columbus 12. Ohio. 


Illinois, annual convention. Pere Marquette 
Hotel, Peoria, Hl. M. P. Lauerman, secre- 
tary, 237 E. Tompkin St., Galesburg, IIL. 


nual convention. Ambassador Hotel, Los 
Angeles. J. D. Wilder, executive secretary. 
107 Center Elgin, Il. 


and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Benjamin 
Franklin Hotel, Philadelphia. Earl W. Lie- 
bermann. secretary. 1411 Merchant St.. 
Ambridge. Pa. 


June 29-July | Carolinas Roofing & Sheet 
Metal Contractors Association, annual con- 
vention. Ocean Forest Hotel, Myrtle Beach, 
S.C. H. J. Stockard Jr.. executive secretary. 


Raleigh, N.C. 


Oil Heat Institute, annual con- 


Sheet Metal, Air Conditioning 


May 


Northamerican Heating & Air- 


June 
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MASTER CRAFTSMAN 
CHOOSES WISS SNIPS 


William R. Johnston, 
New Milford Foundry and Machine Co., New Milford, Conn. 


Bill Johnston is not only a highly skilled artisan in his 
chosen trade, but he is a well-known wood sculptor as 
well. In both fields, the value of expert tools can’t be 
over-rated and he uses the best he can find. 

Starting out in the sheet-metal trade in 1909, today 
Bill Johnston has this to say about Wiss. “I’ve used Wiss 
snips from way back. They were the best then and I've 
not seen anything to better them yet.” Coming from a 
man who has been in the business for over 50 vears, and 
a man who knows that “nothing can take the place of the 
best,” this is a high compliment. 

More and more, metal-craftsmen who demand quality 
in their cutting tools are specifying Wiss Snips. They 
keep their cutting edge longer, seldom need sharpening, 
and give sure, dependable service. Take a tip from Bill 
Johnston. Next time you order snips, specify Wiss. 


Fine wood sculpture like this doesn’t go unrewarded. Bill ; 
Johnston has won many prizes and a number of his handsome : ; 
animal sculptures are sold when he exhibits them at art shows. Inlaid ® Metal-Master @ Solid-Steel 


WISS INLAID BLADE SNIPS cut with lasting sharpness, tre- 
mendous power. High carbon crucible steel blades, welded 
to hot drop-forged frames. Complete range of sizes, 11/2” 
to 17”. Models: straight cutting, circular cutting, curved 
blades, and bulldog notching. 


WISS METAL-MASTER AVIATION SNIPS, with amazing 
compound action, cut with half the effort required by con- 
ventional snips! They are preferred by many for their com- 
pact size, and ability to make intricate cuts. Left, right and 
straight cutting models, only 934” long, cut 18 gauge metal. 
Bulldog combination model, 914” long, cuts 16 gauge stain- 
less steel. 


WISS SOLID STEEL SNIPS, made from a special grade of 
solid tool steel, are available in straight cutting, circular 
cutting and bulldog models from 7” to 16”. Priced slightly 
lower than inlaid snips. 


Made by Metal Craftsmen for use by Metal Craftsmen 


J. wWISS &2€ SONS CO., NEWARK 7, N. J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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EXCELSIOR 
“SCOTTY” TAKE-OFF 


CATALOG NO. 776 
7" THROAT, 6" COLLAR 
CATALOG No. 655 

THROAT, COLLAR 


resistant 


| 
| 6 


tape use @ Adjustable for top or side take-off 


@ Easily installed — set dividers to radius from 
punch marks on fitting; scribe circle and cut; in- 
sert fitting and bend back dovetail notches 7 


(notches on back of circle preturned). 


@ Packed 12 fittings to the carton 


Anno DUCTAPE @ Immediate shipment — any quantity 


Flame-Resistant Arno Ductape complies with all build- | 

ing codes that require the use of fire-resistant duct tape. | 

It continues to hold firmly at temperatures of 350-400 | | AND COMPARE THESE LOW PRICES 
deg. F. Even at higher temperatures, while subject to 

charring, it will not support flame. Of course, it meets | N 
ASTM standards. in lot of Trade Price, Net 


Like all other Arno Tapes, it sticks instantly and does | 12 to 48 ............ $0.69 
not dry out or lose its grip. 


al all ducts with Arno Ductape. Use Flame-Resistant 

Ductape where extra fire protection is needed. | 144 te 420 ........---- OF 

Anno ADHESIVE TAPES, INC. 


Warehouses at New York, Detroit, Atlanta, Minneapolis, Ft. Worth 
and Los Angeles. Sales offices in other principal cities. 


Order from your jobber along 
: ARNO ADHESIVE TAPES, INC. : with Excelsior pipe and fittings. 
: Dr. Scholl’s Adhesive Tapes Division 


: 4110 Ohio Street, Michigan City, Indiava 


Please send me a free 15-ft. sample. [J Flame-resistant, 1) Non flame- : | THE EXCELSIOR STEEL FURNACE CO. 


bber, 3 
546 W. Washington Bivd., Chicago 6, Ill. 
FRanklin 2-8145 


Nome 


Company 


Divisions 


mon : | EXCELSIOR HEATER & SUPPLY DIV. EXCELSIOR HEATING SUPPLY DIV. 
City Stote : The Excelsior Steel Furnace Co. The Excelsior Steel Furnace Co. 
b6aveooenoonsssenen : 2304 University Ave., 2 East 3rd St., 
MANUFACTURERS AGENTS WANTED FOR SELECTED AREAS Midway 6-7255 Victor 2-3715 
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The ARI Seal: 


Why You Should ‘‘Sell’”’ It.. 
How It Sells For You 


Offers an effective argument against price cutting: The ARI 
Seal helps you sell full-rated performance instead of price, 
customer satisfaction instead of a “bargain.” 


Gives you and your customers assurance of rated performance. 


Links you and your company with 51 industry leaders who 
manufacture 90% of unitary* air-conditioning equipment. 


Provides assurance of equipment performance under severest 
conditions. Any model bearing the ARI Seal—regardless of 


manufacturer—is subject to grueling tests by an independent 
laboratory. 


Serves as the basis for your guarantee, 


*“Unitary”’ air-conditioners included in this program: all packaged air-condi- 
tioners, whether single units or two-piece units (called “split” systems), designed 
to be used together, up to 135,000 Btu per hour (Btuh) in capacity, but not 
including room air-conditioners. ARI Standard 210-58 for electrically-driven 
equipment; ARI Standard 250-58 for heat-powered equipment, 


For free explanatory booklet and Directory of participating 
manufacturers, write to: Chief Engineer, Dept. C-1106 


Air-Conditioning and Refrigeration Institute 
1346 Connecticut Avenue, N.W., Washington, D.C. 
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EQUIPMENT DEVELOPMENTS 


The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 


information which is 


Air-to-Air Heat Pump 


THREE-TON HEAT PUMP outdoor 
section (Model 38EG004) has 36,- 
000 cooling and 38,500 Btuh heat- 
ing capacity. Automatically de- 
frosts with hot gas when required, 


with auxiliary strip heaters ener- 
gized to prevent indoor drafts. 
Unit available in both low voltage 
manual or automatic control for 
changeover from heating to cool- 
ing. Indoor fan motor relay is in- 
tegral part of unit control panel. 
Externally mounted crankcase 
heater prevents oil from absorb- 
ing refrigerant. Compact fan-coil 
units (Models 40AA004 and 40- 
AA006) take optional coil sizes 
and allow air movement from 900- 
2500 cim. Units may be used 
with heat pump or cooling-only 
applications, with ductwork or dis- 
charge plenum. With accessories, 
they may be employed in upflow, 
downflow, or horizontal positions, 
with 230 or 155 volt power. Elec- 
tric resistance heater package is 
removable for servicing, operates 
with 220 or 440 volts, and single 
and three phase current in 4.6 kw 
increments. Coils can be omitted 
for conversion to electric furnace. 
Fan motors are 1/3 and 14 hp. 
Both models are 45 in. high. 23 
in. deep, and smaller is 28 in. 
wide, larger 36 in.—Carrier Corp.. 
Carrier Parkway, Syracuse 1, N.Y. 


Roof Scrapers 


“RivaL SCRAPERS” come in 7 in. 
spud and 14 in. planer sizes with 
either “D” handles or knob han- 
dies. Other “Fitrite” roof scrapers 
have reversible scraper blade. 
come in 314 and 7 in. sizes. All 
blades are of hardened and tem- 
pered alloy steel, and manufactur- 
er claims “self-sharpening” char- 
acteristics—David Levow, Inc., 9 
Georgia St.. South Hackensack, 


N. J. 


Evacuating Pumps 


Two VACUUM PUMPS utilizing ro- 
tary compressor will evacuate and 
dehydrate a refrigerant system in 
the home in single operation, ac- 


cording to manufacturer. Pumps 
have motor over-load protector and 
three-way starting switch for pro- 
tection of motor windings, with 
hand valve for shutoff. Models 
12467 and 12496 are 1/7 hp, 115 
volt, 50/60 cycle single phase. Lat- 
ter model has manifold block, 
gages, and 3 ft charging lines. 
Specifications are: efficiency with- 
in 0.4 in. barometric pressure, ca- 
pacity of 2 cfm at 4 in. mercury, 
12x10x13 in. dimensions, weight 
of 43 lb—Robinair Manufacturing 
Corp., Montpelier, O. 


available see this month’s New Literature department 


Anticipating Thermostat 
Mopet 110-215 “MAINline” ther- 


mostat has sealed mercury con- 
tacts for protection against dirt, 
dust and corrosion, and removable 
carbon disk resistors for fixed heat 
anticipation to match primary con- 
trol requirements. Unit mounts 
directly to wall or electrical outlet 
box, and has knob-type thermostat 


setting with increments of 2 deg 
marked off between 70 and 80 F. 
Bimetal thermometer may be re- 
calibrated with small screwdriver 
from the rear. Thermostat has 
plastic base and snap-on cover. It 
measures 414 x 234 x 11% in., has 
55-90 F range, with a differential 
of 4 - 114 deg, maximum 30 volt 
a-c electrical rating, and open-on- 
rise switch action. —White-Rod- 
gers Co., 1209 Cass Ave., St. Louis 
6, Mo. 


Prefabricated Chimney 
LIGHT-WEIGHT PACKAGED chimney 
is designed for quick installation. 
Available in three styles and in 
either square or rectangular 
shapes. Models include 2, 3, 4, 
and 5 ft above the roof heights. 
Chimneys have been designed for 
use with all types of fuels—Ameri- 
vent, Inc., 1080 Kentucky St., 
Memphis 6, Tenn. 
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RECOGNIZED QUALITY LEADERS 
ALL OVER THE WHOLE WIDE WORLD 
THE BEST FOR 


No. pete and No. 2500 SQUARE 


U.S. CEILING DIFFUSERS ARE SUPERIOR 
VOLUME PRODUCTION—PERFECT DESIGNING—LOW COMPETITIVE PRICE 


U.S. No. 1500 ROUND CEILING DIFFUSER 


The MOST VERSATILE—LARGEST FREE-AREA. Made 
to Sell Higher—But Sold at Low Prices. WIDE, DEEP, 
OUTER ANTI-SMUDGE RING Protects Ceilings. All Rings 
from Outer Ring to CENTER CONE describe perfect PAR- 
ALLEL CURVE of AIR FLOW—RESULT: PERFECT AIR 
DIFFUSION. 

FINISH—ART BUFF (prime coat). EQUIPPED with 
RUBBER SEALING GASKETS—Properly Attached to the 
Rim of ANTI-SMUDGE RING which Creates a POSITIVE 
SEAL against Ceiling Streakage. 


Now the No. 1800 and No. 1801 
ROUND BI-VALVE CEILING 
DAMPER—REMOVABLE KNOB- 


OPERATOR. A REAL FEATURE 
CROSS-SECTION No. 1500 for System Balancing and Vol- 


U.S. ROUND STEP-DOWN CEILING DIFFUSER 


No. 1000 SERIES OF U.S, BASE DIFFUSERS 


Has Wider Margins for Hole Coverage. GRADUATED 
CURVED GRILLE BARS. The GREATEST VALUE in 
OOR DIFFUSER: 


: The No. 413 U.S. STAMPAIRE 
FLOOR DIFFUSER 


"STAMPED FACE—GRADUATED GRILLE BA = 
6 signed for Competitive Projects where the strength 
and Quality of the No. 410 is not required. — 


REGISTERS and GRILLES are betere The No. 413 U.S. STAMPAIRE FLOOR DIFFUSER 
See us at the show in February — space 1032, 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS KANSAS CITY ALBANY 


ME In Perimeter Dittuser Production. Dw 
Though copied by others the No. 1000 LEADS THEM 
by a Terrific Margin. Get the 1024 
: | De Ure Ge VOU 4", cara Og or OU — 
| 
| UNITED STATES REGISTER COMPANY 


equipment developments 


(Continued ) 


Aluminum Roofing 


“Econ-Ris” is a light weight line of 
aluminum sheet designed for re-roof- 
ing and re-siding farm and commer- 
cial structures. It features a diamond 


embossed finish, and trapezoidal 


corrugations located at 8 in. in- 
tervals. It's available in standard 7. 
8. 9, 10, 11, 12, 14, and 16 ft lengths. 
Width is 5014 in. and provides 48 
in. of coverage after overlapping. 
Accessories available include a split 
ridge cap, end wal! and side wall 
flashing. and aluminum nails—Alum- 
inum Company of America, 745 


Bldg., Pittsburgh 19. 


Water Heater 


10-135 JIB booster water heater has 
a 40 gallon storage capacity and 135 
gph reheat capacity at 100 deg rise. 
It may be used either with or without 
a separate storage tank, according to 
the manufacturer. When equipped 
with a mixing valve it can simultane- 
ously supply both 180 F sanitizing 
water and 140 F general purpose 
water—Day & Night M/g. Co., P.O. 
Box 2222. La Puente, Calif. 


Soldering Cylinder Cart 


No. 1431 LP-gas cylinder cart is de- 
signed to hold cylinders up to 100 lb. 
capacity. The cart can be converted 
to a combination unit by removing the 
handle brace and installing the mast 
of an infra-red heater in its place. It 
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is 4514 in. high, 26 in. long at the 
base, and 231% in. wide. The rubber 
tires are 10 X  1.25—IJnsto-Gas 
Corp., 998 E. Woodbridge Detroit 
7. Mich. 


Warm Air Furnaces 


“Vicrorcas” anp “VictoroiL” fur- 
naces feature a dual speed blower for 
controlling cool air drafts during 
early and late blower operating stages 
and a five-sided heat exchanger. Ac- 


cording to the manufacturer, the Vic- 
torgas furnace can control tempera- 
ture within one-tenth of a degree by a 
tiny “thermistor” heat sensing control 
that automatically adjusts the burner 
flame through a wide range of 
sizes to meet the exact heating re- 
quirements. The gas model is rated 
at 100,000, 150,000 and 175,000 
Btuh. and the oil model at 84,000, 
112.000, 135.000 and 150,000 Btuh 
—Hall-Neal Furnace Co., 1322 North 
Capitol Ave., Indianapolis, Ind. 


Make-up Air Unit 
Four Basic UNITS of gas-fired air in- 
takes for supplying make-up air to 
replace that removed by exhaust sys- 
tems range in capacity from 15,000 
to 90,000 cfm. The units include the 
burner, controls and belt or direct 
driven fan in a single housing. Op- 
tional accessories include turning el- 
bow, shutters, filter racks, and outlet 
diffusers—Hartzell Propeller Fan Co., 
Division Castle Hills Corp. 1025 
Roosevelt Ave., Piqua, Ohio. 


Air Mixing Unit 


AIR MIXING, sound and volume con- 


trol units for high-velocity systems 
are available in three ceiling models 
and perimeter models. Ceiling units 
are suitable for end discharge, bot- 


tom discharge. and multi discharge. 
Perimeter models are offered in front 
discharge and top discharge design 
and are provided with either linear 
or the modular diffusers. Construc- 
tion features attributed to the models 
by the manufacturer include: full 
acoustic baffling; inch thick acoustic 
lining: metal protected lining edges: 
unobstructed flow path: leakproof 
casing—Carnes Corp., S. Main St.. 
Verona, Wis. 


Prefabricated Chimney 


Move. HT refractory smokestack 
features a new thimble, flashing and 
counterflashing. The insulated thim- 
ble fits around the smokestack sec- 
tions and roof and may be installed 


with zero inch clearance to combus- 
tibles. non-combustible construe- 
tion, according to the manufacturer. 
the insulated thimble is not required 
because only a 4 in. clearance is nec- 
essary. Inner diameters available are 
10, 12, 15, 18, 21, 24, 30 and 36 in. 
—Van-Packer Co., Division of The 
Flintkote Co., 1232 McKinley Ave.. 
Chicago Heights, Ill. 
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BOSTITCH METAL STITCHING SPEEDS UP 
AIR DUCT FABRICATION 300 PER CENT 


FASTENS TWO THICKNESSES OF 22 GAUGE STEEL WITH TIGHT- 
FITTING CONNECTION, CLEAR-CUT PENETRATION, FLAT CLINCH 


Replacing seaming and double welding in fabricating air-conditioning 
ducts, this Bostitch metal stitcher makes important savings in time 
and labor for Minneapolis Branch of U. S. Register Company. 

The increased speed of the Bostitch stitching method proves 
particularly beneficial at peak production periods. 

Compare Bostitch metal stitching with any other fastening method 
for speed, economy, and security. It eliminates pre-punching, pilot 
drilling, pre-cleaning, and other costly preparation steps necessary 
with other fastening methods. And holding power meets requirements 
on almost any job where it can be used. 

For full details, see your Bostitch Economy Man and let him show 
you how stapling cuts manufac- 
turing and installation costs. 


BOSTITCH 


“STAPLERS AND STAPLES 


951 Briggs Drive, East Greenwich, R.1. 
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equipment developments 
(Continued) 


Gas-Fired Furnace 


gas-fired Highboy and 
counterflow furnaces feature individ- 


ual pressed steel ribbon type burners | 
for each section of the heat exchanger. | 


According to the manufacturer, the 
heavy-duty motor has a built in over- 
load protection switch, and both 
motor and blower are rubber 
mounted. Units are factory assembled 


and wired—Dowagiac Steel Furnace 
Co.. Beeson St., Dowagiac, Mich. 


Condensing Unit 


Pak” air cooled con- 
densing unit consists of a 2 or 3 hp 
remote cooling section short-coupled 
to a forced air furnace. According to 
the manufacturer, an extra large. low 
resistance evaporator coil is sized to 
match the furnace blower capacity. 
Features in the cooling section  in- 
clude a_ refrigerant control, filter- 
drier, low pressure switch, acousti- 
cally treated cabinet and weather- 
proofing—The Coleman Co., Ine.. 
Heating and Air Conditioning Div., 
Wichita Kan. 


Oil Furnace 


Mopet 200-P2-84 high pressure oil- 
fired furnace features a double width. 


double inlet. centrifugal type blower. 


leveling legs and summer fan switch. 
This 81,000 Btuh unit is shipped as- 
sembled from the factory—Toridheet 
Division. Cleveland Steel Products 
Corp.. 16025 Brookpark Rd., Cleve- 
land 35. Ohio. 


Paint can be applied to roof drainage made 
of Armco Zinccrip PAINTGRIP Steel at the 
same time the rest of the house is painted. 
No special treatment or weathering is re- 
quired to assure good paint adherence, long 
paint life. 


Armco Zincerip PainTGrip Steel is easy to 

fabricate and install. Zinc coating won't ’ 
flake or peel. Here, Jack Schroeder of 

Charles Schroeder & Son, Cincinnati, in- 

spects finished job. 


New steels are 
born at 
Armco 


ARMCO STEEL CORPORATION 
1010 Curtis Street, Middletown, Ohio 


[] Send me complete information on 
ZINCGRIP PAINTGRIP Steel. 
[] Who is the supplier nearest me? 


We 


Name 


Position___ 


Street — 
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From Armco ZINCGRIP PAINTGRIP Steel 


You can build a solid reputation for 
installing roof drainage systems that 
hold paint simply by changing to 
hot-dip zinc coated ZiIncGRIP® 
Paintcrip® Steel for gutters and 
downspouts. ZINCGRIP PAINTGRIP can 
be painted immediately, No surface 
treatment or weathering is required. 


Important to Builders 

“When we're talking to people about 
a house, you would be surprised how 
many ask us if the paint will peel 
from their gutters and downspouts,” 
says Norm Haubner, Haubner Build- 
ers, Cincinnati, Ohio. “I know it's 
way over fifty per cent. We consider 


Ma Oiginal paint that was applied to these 


gutters and downspouts more than three 
years ago is still adhering tightly. House is 
in Maple Hills subdivision in Cincinnati suburb. 


it a real good selling point to be able 
to guarantee the paint will stay on.” 

Haubner Builders are developing 
Maple Hills subdivision in Grosbeck. 
a suburb of Cincinnati. They ve been 
using Armco ZINCGRIP PAINTGRIP 
roof drainage on all of their homes 
for more than five years. 

“We've had only two complaints 
about paint peeling from gutters or 
downspouts since we started using 
Zinccrip Paintcrip Steel,” Norm 
Haubner explains. “Both of those 
were traced to the fact that they were 
painted while there was frost on 
them.” 


Easy to Fabricate 


“We like to work with ZINCGRIP 
PaInTGRIP because we never have to 
worry about the zinc coating break- 
ing loose,” says Jack Schroeder, 
Charles Schroeder & Son, sheet metal 
contractor for Maple Hills homes. “Of 
course, we also like the way it holds 
paint. We do quality work, and we 
don't want the paint to peel off later 
on and make it look bad.” 


Little Added Cost 


You can provide builders with the 
sales adayntages of Armco ZINCCRIP 
PaintTGRiIP Steel roof drainage at 
little or no extra cost. 

Armco Zinccrip PaIntTcRiP Steel 
sheets are available from many local 
warehouses, 


For more information or the name of the supplier of Armco 
4 ZINCGRIP PAINTGRIP Steel nearest you, just fill in the coupon 


and mail it to us. 


ARMCO STEEL 


Armco Division * Sheffield Division * The National Supply Company 
Armco Drainage & Metal Products, Inc. * The Armco International Cor- 
poration * Union Wire Rope Corporation 
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Electric Furnaces 


Series of horizontal, central, and 
forced air electric furnaces are de- 
signed for homes and _ businesses 
without basement areas. The three 
units are 10 kw, supplying 34,150 
Btuh; 15 kw, supplying 51,225 Btuh, 
and 20 kw, supplying 68,300 Btuh. 
All are 48 X 1714 X 21 in—Wes- 
co Furnace Division, Northwest 
Foundry & Furnace Co., 2345 S.E. 
Gladstone, Portland 2. 


Highboy Furnace 


Mopets 70GB, 95GB gas-fired grav- 
ity furnaces are 53 in. high, 24 in. 
wide, 2314 and 30 in. deep, and are 
approved for zero clearance on both 
sides and rear. Flue pipe diameter is 


5 in. The heating element is welded 
into a seamless gas type unit. Accord- 
ing to the manufacturer, the 95GB 
furnace can be converted to oil-firing 
because the burner assembly plate 
permits complete burner assembly to 
be removed and re-installed—Bonair 
Division, Peerless Products Co., 23rd 
& Sedgley Sts., Philadelphia, Pa. 


Soldering Torch 


No. 25 torch has a wide flame range 
that eliminates the changing of tips 
to achieve various torch capacities, 
according to the manufacturer. The 
flame ranges from a pencil point 
flames 3 in. long to a lapping 12 in. 
flame, and can be used for soldering 
copper pipe fitting up to 3 in. An air 
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INSIST on Poly-Mag 80! 


Just rinse, shake and 
replace ... that's it. 


Trap dust particles as 
small as 4/10 micron. 


Cleaner, fresher, purer air 
means less housework. 


only in 


DUST-magnet 
FILTERS 
a product of 


STODDARD 
INDUSTRIES 


Poly-Mag 80 is a newly de- 
veloped, highly electrostatic 
Polyester plastic exclusively en- 
gineered and produced for 
Stoddard Industries. With this 
new material, DUST-magnet 
filters are now more effective in 
every way... higher resistance 
to shrinkage... lower pressure 
drop ... unaffected by humidity, 
or temperatures up to 230° F. 


There are more advantages to 
stocking and selling DUST- 
magnets than any other filter! 


CUSTOMER SATISFACTION 

They are guaranteed for the life 
of the unit in which used... 
cleaned in minutes with no messy 
oil coating needed. 


RETAILER SATISFACTION 
Customer satisfaction .. . stand- 
ard sizes . excellent profit 
margin. 

WHOLESALER SATISFACTION 
Models are available for residen- 
tial, commercial and industrial 
use .. . competitively priced .., 
delivered promptly. 


SERVICEMEN SATISFACTION 


Reduce operating costs and im- | 
prove efficiency of furnace and 


air conditioning systems. . . ease 
of installation. 


magnet 


FILTERS 
a product of Stoddard Industries | 
3383 E. Layton Ave., Cudahy, Wis, ] 
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ring adjustment can be used in ex- 
tremely cold weather, when gas pres- 
sure is low, to stabilize performance 

-Insto-Gas Corp., 998 E. Wood- 
bridge, Detroit 7. 


Heat Pump 


“WEATHERTRON is a 2 ton self-con- 
tained heat pump that is similar in 
appearance to the 21% and 3 ton units 
made by this manufacturer and 
operates on 230 volts. It is available 
in single-phase only. The 300 lb unit 
features a full hermetic compressor, a 
direct-drive propeller type outdoor 
fan, and a centrifugal indoor fan. 
Two driers are utilized. According 
to the manufacturer, the cabinet is 
“sound shielded” by automotive type 
sound absorbing material—General 
Electric Co., Air Conditioning Dept.. 
Troup Highway, Tyler, Tex. 


Range Hood 


“Sotip Top” 5300 series range hood 
is available in 24, 30, 36 and 42 in. 
sizes. It is completely wired for both 
lighting and blower. The blower can 
be installed in either the hood throat 
or at the outside wall, and can be in- 
stalled by ducting the fan straight 
through the wall to an outside wall 
cap. according to the manufacturer. 
The hoods are finished in either stain- 
less steel or coppertone—Leigh Build- 
ing Products, Division of Air Control 
Products. Inc., Coopersville, Mich. 


Portable Saw 


A HEAVY DUTY, two-speed saw for 
flush and multi-directional cutting. 
Designed to operate in any cutting 
position, according to the manufac- 
turer, because blades can be mounted 
in any of six different positions. An 
exclusive blade clamp prevents the 
blade from pulling out while cutting 
—Stanley Electric Tools, division of 
The Stanley Works. 195 Lake St.. 


New Britain, Conn. 
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Sequence Control 


MINIATURE CONTROL UNIT energiz- 
ing from two to four electrical 
circuits at pre-selected tempera- 
tures or pressures is designed for 
loading and unloading compressors 
serving unit conditioners. It may 


be used with multiple compressors. 


or to effect multistage operation of 
single compressors, according to 
manufacturer. Control unit com- 
pensates for ambient temperature 
changes.—Automatic Devices, Div. 
of American Machine & Metals. 
Inc., Western Springs, Ill. 


Highboy Gas Furnace 


“EKONOMASTER’ Highboy gas fur- 
nace features a 100 percent cast 
iron heat exchanger, according to 
the manufacturer. Model GZ-HKH 
87 has an input of 87,500 Btuh 


and is shipped assembled and 
wired. It measures 58 in. high. 
1814 in. wide, and 30 in. deep 
NXth Century H. & V. Co., 96 
Ira Ave., Akron, Ohio. 
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THE ONE 


Humidifier that WORKS 


BETTER 


For Your Greater PROFIT! 


ATOMIZING HUMIDIFIER 


BON-AIR sells faster because it works better! Scores of 
thousands of dependable installations make BON-AIR the 
leader in low popular priced atomizing humidifiers! 


You can actually SEE the fog-like mist as BON-AIR 
automatically atomizes fresh water for immediate, positive 
humidification. Motor operated, completely assembled for 
quick, profitable installation. Order now from your wholesaler, 
% NO EVAPORATOR PLATES! NO JETS! NO NOZZLES! 
NOTHING MORE TO BUY — EVER! 


* LIFETIME COPPER CONSTRUCTION ! 


MANUFACTURING CO. 
BOX 3501-A 
CLEVELAND 18, OHIO 
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"Rather primitive 
heating, what?’ 


There’s no reason to get into a stew over heating problems when you 
can get all the facts about modern heating practice at the Heating & Air- 
Conditioning Exposition. 


At the exposition you can obtain first-hand information and money-sav- 
ing tips on new heating equipment as well as the latest developments in 
refrigeration, air conditioning, and ventilation equipment. 


Over 500 fact-filled displays, staffed by top executives and key technical 
personnel, will provide you with information concerning more efficient 
methods of installation, maintenance techniques, use of related equip- 
ment, and anything they know from which you can profit. 


Keep up with new developments for domestic, commercial and industrial 
applications. Plan your visit now! 


/ th International Heating 
& Air-Conditioning Exposition 


Auspices ASHRAE 


International Amphitheatre + Chicago, Illinois 
Feb. 13-16, 1961 


Managernent: INTERNATIONAL EXPOSITION COMPANY * 480 Lexington Ave., New York 17, N. Y. 
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Gas Fired Furnace 


BTS 200 gas-fired basement model 
has 200,000 Btuh input for nat- 
ural, mixed, manufactured or L. 
P. gas. Furnace is shipped in two 
sections. Heating section is factory 


wired, and blower section is bolted 


to it in field. 
* Air-Ease” 


rate of 1.6 gph, with bonnet capac- 


BTL 200 model of 


furnaces is oil-fired at 


ity of 180,000 Btuh.—The 
son Furnace Co., 2128 W. 
St.. Cleveland 11. O. 


John- 
117th 


Sheet Metal Clips 


DesiGNep for installation where 


riveting or welding is not used, 


cadmium-plated clips slip on over 


punched or drilled holes and lock 
into place. For pre-punched chan- 
nel use, receptacles may be moved 
from hole to hole to adjust for 
units of various sizes. Clip accom- 
thicknesses 


modates frame from 


0.005 to 0.090, with “float” 
ance for misalignment of parts. 


“Lion” No. 2 


toler- 


stud that goes into 
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receptacle is slipped through a 
hole in the door and captivated 
with a split ring retainer. Fastener 
is opened or closed with quarter 
turn of stud—Southco Division, 
South Chester Corp., 
Highway, Lester, Pa. 


Industrial 


Oval Ductwork 


OvaL bUCTWORK designed to re- 
duce resistance to air flow encoun- 
tered with rectangular ductwork. 
Comes in following measurements: 
vertical elbow in 5, 6, 7 in.; flat 


elbows in 5, 6, 7 in.; round to 
oval boots in 4 in. round to 5 in. 
oval. 5 in. round to 6 in. oval. 6 
in. round to 7 in. oval; stack heads 
(10 x 6 or 12 x 4) in 5, 6 and 7 
in. Oval duct is available in 5 ft 
lengths and in 5, 6, 7 in. diameters 
—Maurlee Co., Inc., S. Evergreen 


Ave., Woodbury Heights, N. J. 


Oil Burner 
1200N, 


row. low 


designed for nar- 
combustion chambers, 
has firing range from 6 to 10 gph. 
Flame can be developed at full 
firing capacity in chamber 19x34x 
18 in., with floor-to-nozzle distance 
of 9 in. Nineteen inch combustion 


Sell more “tough buyers” with Reznor 


REZNOR 
DUCT FURNACES 


keep installation 
and maintenance 
costs low 


These features make Reznor furnaces more adaptable 
cut installation time and costs: 


mounting pipes at all four corners permit easy suspension 
or base mounting; 

e double-lip flange simplifies air-tight connections; 

® air can flow through heat exchanger in either direction; 

¢ controls can face each other when heaters are in tandem; 
e built-in draft diverter is reversible; 


e flue collar is interchangeable for horizontal or vertical 
installations. 


These features insure long-run economy, easy maintenance: 
e Reznor furnaces have long-lasting, corrosion-resistant alu- 
minized or stainless steel heat exchangers and non-clogging 
steel burners, easily accessible from front or rear; 


e every furnace is flame-tested and shipped complete with 
U/L approved controls. 


Whatever system you’re planning—central heating, year- 
round air conditioning, make-up air, process air—Reznor fills 
any requirement. Heaters may be used singly in —e 


chamber width can be maintained 
throughout firing range and 18 in. | 
height is adequate for most instal- 
lations, according to manufacturer 
—T he Carlin Co., 912 Silas Deane 
Highway, Wethersfield, Conn. 


up to 300,000 Btuh, or in tandem or side-by-side 
arrangement for greater heating requirements. 
Reznor blowers available. Ask your Reznor dis- 
tributor for Catalog SA-5900. Or write Dept. 
68J, Reznor Manufacturing Co., Mercer, Pa. 


REZNOR HEATERS 


WORLD'S LARGEST SELLING DIRECT-FIRED HEATERS" 
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Ceiling Diffusers 
Series TCS anp TCR ceiling diffus- 
ers are available in square and rec- 
tangular models in several different 
air patterns. The perforated plate on 


the 


air diffusion mechanism and blends 


diffuser face helps to conceal the 


into acoustical ceiling tile. accord- 
ing to the manufacturer. Two basic 
types available are: one for surface 
mounting on any type of ceiling, and 
the other for recessed mounting on 
Titus Mfg. Corp., Box 
810, Highway 20 West. Waterloo, la. 


tile ceilings 


_ Metal Scribe 


“RETRACTO-ScRIBE” resembles and 
works on the same order as a ball 
point pen. By depressing the top, the 
sharp tool steel point is moved into 
position. A second depression of the 
top retracts the metal point for safe 
storage—Duro-Dyne Corp., Route 
110, Farmingdale, N.Y. 


Wall Furnaces 


“Desert SuN” vented and recessed 
heaters both 
single and dual wall models in ca- 
pacities from 25,000 to 50,000 Btuh. 
According to the manufacturer, a 
draft the burner 
from back drafts in the flue, and a 


separate header plate reduces erection 


are available in 


gas 


diverter protects 


time because it can be installed at 
rough-in time with finished plaster 
H.C, Little Co., Du- 
Woodland, San. Rafael, 


or wall board 


bois and 


Calif. 


YOU SAVE MORE WITH 
FLEXAUST HOSE 


Thousands of successful in- 
stallations prove that use of 
Flexaust hose and Portovent 
retractable duct with metal 
duct systems lower installation 
costs — but there are other im- 
portant advantages 

Exceptional abrasion resistance 
Corrosion resistance 

Noise absorprion 

Durability under heavy flexing 
Provision for expansion and 
contraction 


Easy relocation of hoods 
and machines 


Made of high quality neoprene 
coated fabrics 1'4 to 36” id. 


Write today for full details 


Diatributora 


in all principal citiea 


THE FLEXAUST CO. 
DEPT. AA 100 PARK AVE. 
NEW YORK 17, N. Y. 


Charging Cylinders 


“AirsERCO” portable 5 lb capacity 


charging cylinders for refrigerant 


measuring and charging feature a 


set of detachable legs for standing it 


in its operation position and a com- 


TOWER OF HOPE 


SRE 

| am 

| 


The Institute for Muscle .Disease 
in New York City ...a tower of 
hope for the millions who 
suffer from neuromuscular 
disorders ... sponsored by 
MUSCULAR DYSTROPHY 
ASSOCIATIONS OF AMERICA, INC. 
1790 Broadway, New York 19, N. Y. 


i 
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bination purge and relief valve for 
more rapid handling of refrigerant. 
All three models of the charging cyl- 
inders feature an improved safety 
shield and high visibility calibrations 
—Airserco Mig. Co.. 435 Melwood 
Ave., Pittsburgh 13, Pa. 


Heating Thermostat 


Type 820 heating thermostat features 


separate thermometer and setting 


scales for maximum clarity, easy in- 


stallation with no mounting plate 
necessary, and simple field calibra- 


tion, according to the manufacturer. 
A positive ring-type heat anticipator 
assures close temperature regulation 
—Penn Controls, Inc., Goshen, Ind. 


Air Conditioner 


“MonocrigeF” 5 ton water cooled 
summer air conditioning unit is a 
self-contained unit that can be used 


either as an add-on unit with a forced 
air furnace, or for summer air con- 


ditioning only. semi-hermetically 
sealed compressor, cooling coil, tube- 
in-tube water cooled condenser coil, 
service valves, refrigerant drier and 
fusible pressure relief valve are stand- 
ard equipment. Cooling capacity is 
rated at 64,000 Btuh—The Henry 
Furnace Co., Medina, Ohio. 


Duct Heaters 


SECTIONAL gas duct heaters include 
models up to 300,000 Btuh that can 
be close coupled for any total capac- 
ity. According to the manufacturer, 
the units are available with either 
aluminized or stainless steel heat ex- 
changers, and can be used on all 
common gases as well as dual fuel. 
A stainless steel condensate shield as- 
sembly is available for applications 
where moisture is likely to form on 
aluminized or stainless steel heat ex- 
changer tubes. Another accessory for 
air conditioning installations is a 
factory built by-pass section with ad- 
justable damper—Hastings Air Con- 
trol, Inc., Box 474, 108 S. Colorado 
Ave., Hastings, Neb. 


rication machine. 


AUTOMATION for PANEL 
yand\ROLL FORMING MACHINES 


Increase production at least 50% with less labor. The WELTY-WAY FEEDER-SHEAR- 
ER automatically feeds metal of nearly any length . . . cut to the exact inch . . 
your fabrication machine. It holds meta! coil, straightens metal, pulls metal from 
coil, levels it, shears it, moves it through a flying shear and feeds it into your fab- 


. into 


WRITE TODAY! 


America's leading manufacturer of automation for panel and roll forming machines. 


Phone 
EMpire 3-8148 
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Welty PRODUCTS Co. 


714 Ist Avenue N.W. 


Cedar Rapids, lowa 


Powered cradle supports up to 10,000 Ib. 
roll of coiled metal. 


Flying shear automatically snips metal of 
nearly any length 


Predetermined length setting is controlled 
by electronic eye. 2 - 100 feet. 
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Electric Furnace 10, 15 and 20 kw, equivalent respec- 
tively to 34,130, 51,195 and 68,260 
Btuh—Rheem Mfg. Co., 400 Park 
4ve.. New York 22, N.Y. 


Sertes 5000 electric furnaces permit 
field revisions of operating sequences 


to cut in heating elements in banks 


Winter Controls 


WEATHER SENSITIVE controls govern 
inside comfort by outdoor tempera- 
tures. According to the manufacturer. 
“Weather-Flow” controls for warm 
air systems have a timing mechan- 
ism for daily or weekly program- 


weather re-set time switch, is de- 
signed for use in any electric, pneu- 
matic or electronic thermostat con- 
trol circuit where space temperatures 


must be lowered at night or over the 
weekend, and raised again automati- 


of 5 kw each, with wire jumpers to — cally—Automatic Devices, Division 
meet individual utility requirements, of American Machine and Metals, 
according to the manufacturer. These Inc., 714 Hillgrove Ave., Western 
furnaces are shipped in capacities of — Springs, Ill. 


ECORATIVE 
UNCTIONAL for Concealment 
... for Acoustical 


Metals 


Perforated Metal Grilles can be ordered from the wide 


equipment developments Pig libbling Machine 


ming. “Weather-Chron”, an automatic 


3 :| selection of patterns available at H & K. Classic or modern 
q a design—grilles are made to your exact specifications, in 
; 4 kind of metal, thickness of metal, size, shape, finish and 
1 margins. Send for Grille Catalog. 
ay Decorative Perforated Metal Sheets (in lighter gauge beaten ed 
steel) are carried in stock for prompt shipment from H & K 
a IE warehouses. Send for H & K Stock List Brochure, with °@:6:6:6: 
iNustrations and specifications of patterns in stock. : 
For information about all H & K perforated metals, includ- 
INIT ing louvers (fixed and lip slot), send for H & K General 


Catalog No. 75. 


Lincane 


arrington & [ing 
co. INC. 


Chicago Office and Warehouse York Office and Warehouse 
5649 Fillmore St., Chicago 44, 11! 14 Liberty St., Dept. AA, New York 6 


Style HK72 Just a few of the many H&K patterns are illustrated—in reduced size. 


Pertex 

FIND NEAREST | 

Hek AGENT. 
i= 
= KIM 
= AIA 

Listed Under 
Style HK111 Style U ‘Perforated Metals’’ 9/32” x 1-27/32” Siot Style A-1 


lope P-2 small size nibbling ma- 
hine has a cutting capacity of 1g in. 


‘or mild steel. It operates with a sta- 
tionary lower tool and a reciprocating 
upper tool that penetrates to the 


shearing point of metal and leaves a 
smooth edge, according to the manu- 
facturer. Cutting operations include 
straight shearing, circle, irregular, 
slot, inside and louver. Other opera- 
tions include beading, flanging, jog- 
gling, edge bending and dishing— 
American Pullmax Co., Inc., 2455 N. 
Sheffield Ave., Chicago 14. 


HAND 


when buying decisions 
are made... 


sources of supply 
investigated 


START YOUR PLANNING NOW 
FOR ADEQUATE SPACE IN 


AMERICAN ARTISAN’S 
BIG JANUARY 1961 ISSUE d 


WHICH WILL CONTAIN 
OUR DIRECTORY SECTION 
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Furnace Humidifier 


Mopet FH-951 furnace humidifier is equipped with all 
controls and accessories for installation on the cold air 
duct of any warm air system up to 125,000 Btuh, ac- 


. cording to the manufacturer. It has a maximum rated 


Forget! 


THE COMPLETE GALVAN 
LINE INCLUDES NOT ONLY 
ELBOWS...BUT 


LIKE GALVAN 
ELBOWS THEY 
ARE... 


PRECISION 
PRODUCED 


capacity of seven gallons of water a day. The 1. «idi- 
fier is equipped with a Bendix Friez humidistat, a 
silicone coated filter that helps keep air clean, and 
an automatic control valve—Burgess Vibrocrafters, 


lnc., Grayslake, Ill. and styles 
Rivet Gun 

“Snapo”™ rivet gun for blind riveting features automatic 

ejection of the mandrel (nail) after the rivet has been 

model. It has a thin nozzle which permits use in small. — eS By @ LIKE GALVAN 


. ELBOWS THEY 
i ARE AVAILABLE 
IN... 


© Hot dipped 
galvanized steel 

Copper 

Aluminum 

® Stainless steel 


UNNELS 


GET THEM FROM YOUR JOBBER 


confined areas, according to the manufacturer. Auto- 
matic ejection of the spent nail is through a slot at 
the top rear of the gun. It pulls parts together with 
up to 1500 Ib of force—Richline Co., Inc., Minne- 
apolis, Minn. 


Power Roof Ventilator 


* 

* 

@ 

* 

® 

set and is approximately one-half the size of a previous | * 

@ 

* 

“Horizon Line” power roof ventilators are available ” 

with a choice of three interchangeable discharges— ® 

standard straight-through, decorative straight-through, 
and mushroom. Features include a combination mag- 
netic damper lock, damper design, and rubber seal . 
which makes the units chatter and leak proof. and light e 
tight. according to the manufacturer. Discharge sec- e 
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AEROFIN 


Smooth-Fin Coils 
offer you 


Greater Heat Transfer 
per sq. ft. of face area 


Lower Airway 


Aerofin smooth fins can be spaced as closely 
as 14 per inch with low air friction. Conse- 
quently, the heat-exchange capacity per 
square foot of face area is extremely high, 
and the use of high air velocities entirely 
practical. Tapered fin construction provides 
ample tube-contact surface so that the entire 
fin becomes effective transfer surface. Stand- 
ardized encased units arranged for simple, 
quick, economical installation. 


Greater Write for Bulletin S-55 


‘ 


AEROFIN 


CORPORATION 


101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 
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tions are hinge connected to fan housing. Ten fan and 
12 motor sizes cover a capacity range from 600 to 
51.000 cfm. Motors are direct-connected to the fan 
shaft—L. J. Wing Mfg. Co., Aero Supply Mfg. Co., 
306 Vreeland Mills Rd.. Linden, N.J. 


Electric Furnace 


Type 319 electric furnace is available in two sizes pro- 
viding 62,000 Btuh or 82,000 Btuh output at 240 volts. 
The 62,000 Btuh unit utilizes four 414 kw heating ele- 
ments, and the 82,000 Btuh unit utilizes four 6 kw 
elements. According to the manufacturer, standard 


equipment includes heavy gage, insulated steel cabinet 
with provisions for cooling coil; built in filter rack 
with air filter; centrifugal blower (designed for duct- 
work); single phase resilient mounted blower motor 
with variable speed sheave and V-belt drive; sequenc- 
ing control which modulates input; and low voltage 
thermostat with cable—Mueller Climatrol, Division of 
Worthington, 2005 W. Oklahoma Ave., Milwaukee 1. 


Humidifiers 


Two types of humidifiers — the “Super 6000” unit is 
complete with 10 evaporator plates of break resistant 
magnasil, all hardware, saddle valve and 5 ft of copper 


tubing. This automatic humidifier has a nylon valve 
that has been proven to have a positive shut off action 
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from 0 to 200 lb water pressure, according to the 
manufacturer. The “V-5” automatic plate type humidi- 
fier requires no adjustment because it is factory as- 
sembled and shipped complete with hardware, five 
Thirs-Tee evaporator plates and 5 ft of copper tubing— 
Viking Air Products, Division of the Lau Blower Co., 
5601 Walworth Ave., Cleveland 2, Ohio. 


Blower-Coil Unit 


Series “BC” blower and cooling coil unit is available 
in three sizes—34,800, 45,000 and 56,000 Btuh for 
use, respectively, with 3, 4 and 5 ton air cooled con- 
densing units, according to the manufacturer. Units 


can be used for all types of installations with either 
horizontal or vertical discharge and end, bottom or 
side air intake—C. A. Olsen Mfg.. Co., The C. A. 
Filbert St., Elyria, Ohio. 


Pinch-Off Tool 


No 12396 pinch-off tool assures positive pinch-off for 
all tubing to 3g in. OD, according to the manufacturer, 
and is ideal for closing off process tee accesses after 


recharging refrigerant systems. Tool has screw type 
action with ball bearings—Robinair Mfg. Corp., c/o 


Kent-Moore Org., Inc., 28635 Mound Rd., Warren, 
Mich. 


Air Intake Units 


Four Basic air intake units give a capacity range of 
from 4000 to 36,000 cfm. Where tempered air is re- 
quired, according to the manufacturer, Btuh capacity 
ranges from 380,000 to 2.642.000 Btuh.—Hartzell 
Propeller Fan Co., Division of Castle Hills Corp., 1025 
Roosevelt Ave., Piqua, Ohio. 
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FOR THE EASIEST 

WAY TO VENT GAS 
FIRED HEATING EQUIPMENT 
AND WATER HEATERS 


THOR 


presents 


A NEW ADDITION 
TO THE FAMILY 


DOUBLE WALL 
SAFETY-VENT 
& FITTINGS 


EXCLUSIVE WITH THOR 
"VISUAL LOCKING CLIPS" 


AREAS NOW OPEN FOR 
DISTRIBUTORS 


THOR METAL PRODUCTS CO. INC. 


EAST MOLLOY ROAD, P. O. BOX 218 
EASTWOOD STATION, SYRACUSE, NEW YORK 


95 


\ 
>. 
— 
ay 
| | 
— 
| 
y 
| 
| 
| + 
| 
| 
| 
| = 
= 


cut production costs 


on this kind of work 


DAMPER BLADE 


STANDING SEAM 


GRAVEL 
sToP 


OG GUTTER 


DUCT SECTION 


with the plus features 
for 
SHEET-METAL WORK | 


BRAKES 


Models A, B, C, L 
30, 36, 50 and 60 Ton Capacities 


Models 131 and 265 
11 and 25 Ton Capacities 


Complete literature, or recommendation on any job upon request 
Distributors in all principal cities 


DREIS & KRUMP 


MANUFACTURING CO. 


7404 South Loomis Boulevard, Chicago 36, Illinois 
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Press Brakes + Straight-Side-Type Presses + Press Brake Dies 
Hand and Power Bending Brakes - Special Metal-Forming Machines } 
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equipment developments 
(Continued ) 


Air Conditioner with Clock Timer 


“CLIMATIMER” can be pre-set to start the air condition- 
er at any desired time and is available in a full series 
of models for double hung and casement windows in 
capacities ranging from 7000 to 20,000 Btuh. The 
timer is mounted in the grille, but does not rotate with 


it. Two new installation processes have been introduced. 
The CC-77 mounting process is being used on certain 
compact and standard size models for flush installation. 
Side fillers made of aluminum slats unroll to the exact 
width of the window. The SS-77 mounting requires two 
steps: cut the rubber sealing gasket along the top of 
the cabinet, and break the side panels along pre-scored 


Maspeth 
78, N.Y. 


Roof Mounted Year ’Round Unit 


Low SiLHovueTTeE combination air-cooled air condi- 
tioner and gas-fired heater packages for roof mount- 
ing are 43 in. high and have cooling capacities of 8 
or 10 tons, and heating capacities of 160,000 or 240,- 
000 Btuh. The air conditioning system, filters, blowers, 
controls and the gas-fired heater are housed together. 
Air supply and return are made through the end of the 
main unit which may be positioned directly over the 
space to be cooled or elsewhere with short duct runs to 
the distribution point—Typhoon Air Conditioning 
Div., Hupp Corp., 505 Carroll St., Brooklyn 15. 


Centrifugal Fans 


SERIES 116 CENTRIFUGAL type airfoil bladed fans using 
two types of blade construction adaptable for a wide 
variety of application conditions, according to the 
manufacturer. Capacity tables for each size fan with 
static pressures from 14 to 1114 in. are listed 
ican-Standard Industrial Div., Detroit 32. 


Amer- 
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new literature... 


Replacement Blowers and Parts 


REPLACEMENT BLOWERS and parts catalog (eight 
pages) was prepared specifically as an aid to service- 
men in the selection of blowers and parts for heating, 
“ ventilating or air conditioning applications. 

One page, dealing with replacement of an entire 
belt drive blower, describes eight sizes available. 
Performance tables and dimensional drawings are 
included to further simplify selection. Particular 
emphasis is placed on sales features and advantages 
to the dealer-contractor and the homeowner of in- 
stalling a completely new air moving system. 

Another page is devoted to direct drive blowers. 
Both 9 and 10 in. blowers in two widths are offered 
with a choice of motors. Dimensions and performance 
data are included. 

Other sections cover selection of cartridge bear- 
ings, flange bearings, pillow blocks, bearing brackets, 
shafting, thrust collars and parts for various makes 
of blowers. 

Humidifiers, blower packages, permanent filters, 
humidifier plates, V-belts and motors are also de- 
scribed and illustrated—Viking Air Products Div., 

Lau Blower Co., 5601 Walworth Ave., Cleveland 2. 


Heating Supplies 


Fatt epition of heating supplies and equipment 
catalog. 163 pages, presents current net dealer prices 
as well as ordering instructions. Equipment specifica- 
tions. dimensions and capacities are listed for con- 
trols. hand tools, prefabricated chimneys, air filters, 
electrical testing tools, instruments, replacement parts 
for humidifiers, insulation, prefabricated duct and 
fittings. service kits and heating accessories. 


Copies of the catalog may be obtained from any 
of the wholesaler’s seven branches located in Terre 
Haute. Ind. (41 Wabash); Mt. Vernon, Ill. (south 
end of 28th St.): Paducah, Ky. (121 S. 9th St.); 
Memphis, Poplar St.) ; Birmingham, Ala. 
(210 18th St., ; Huntsville, Ala. (3017 Vanderbilt 
Dr.) : New La. (7900 Earhart Blvd.) and 
at the main oflice—Budlock Refrigeration Supply 
Co.. Ine., 434 Carpenter St., Evansville, Ind. 


Fire Safety in Heating, Cooling Systems 


NEW MATERIAL ON FIRE SAFETY in air conditioning, 
‘ ventilating and warm air heating systems is pre- 
sented in the revised editions of two standards pre- 
pared by the National Fire Protection Association. 
‘ NFPA No. 90B treats residential warm air heating 
and air conditioning systems; NFPA No. 90A covers 
air conditioning and ventilating systems for other 
than residential applications. Revised sections include 
those on material and installation practices for ducts; 
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Boer & Furnace Cane 


THE WORLD’S LEADING FURNACE CLEANER 


YOU CAN DEPEND ON PULLMAN 
WITH THE “NEVER-CLOG” AIR FILTER BAG 


* Cleans oil, gas, coal or wood fired furnaces + Exclusive 
“Never-Clog” Filter guarantees full time suction * Miracle Filter 
resists soot, soot acids, alkalies, rot and mildew + Flame 
resistant + Easily cleaned by gentle tapping + Completely re- 


juvenated by washing + Proven long use — up to 1400 cleaning 
jobs without change « 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 
1. Exclusive “Never-Clog” Filter bag 

2. 27” Metal crevice tool 

3. Power Blower Nozzle of Tapered Rubber 

4, Handy Scraper Tool 

5, Flexible Metal Asbestos-Packed Hose 

6. 10’ Long 142” Heavy Duty Hose 
ON SALE AT YOUR JOBBER. WRITE FOR LITERATURE. 


VACUUM CLEANER 
CORPORATION 


Dept. AA-11, 25 Buick St., Boston 15, Mass. 


. 
Pullman 
| NEVER 
CLOG’ | 
< 
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TYPE AL furnace limit control 


Adjustable and non- 
adjustable. Bimetal sensing 
element is maintained in a 
completely exposed position 
in the air stream for fast 
temperature response, 
‘Temperature calibration and 
differential can be preset to 
your specifications up to 
300° F. Standard factory 
differential is 25° F. Can be 
supplied with a closer or 
wider differential on request. 
Adjustable feature at no 
extra cost. Standard range of 
adjustment is 90° F. 


NEW 
THERM-O-DISC 
TH = = M OSTATS hm or 7-inch (AL-7) 


for furnace fan and limit control applications 


| TYPE AF furnace fan contro! 


| Available with either a 
| 3-inch (AF-3) or 7-inch 


(AF-7) probe which 
maintains the bimetal 
sensing element in a 
completely exposed position 
in the air stream. This rapid 
response position of the 
sensing element, combined 
with a snap-acting switch 
mechanism, provides fast and 
efficient furnace fan control. 
Adjustable with a range of 
90° F. Maximum temperature 
for 300° F. Factory differential 


we is 25° F. Can be supplied 
additional with a closer or wider 
= information differential on request, 
‘ ... write 


THERM-O-DISC, INCORPORATED mansfield, ohio 
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clearances between heating equipment and combus- 
tible material; and combined heating and cooling 
systems. Both standards are priced at 50 cents— : 
National Fire Protection Association, 60 Battery- 
march St., Boston 10. 


Aluminum Awnings, Siding 


Brocuure shows typical installations, presents details 
of construction and points out advantages of alumi- 
num awnings for new and existing homes. It also 
shows colors available and explains insulation fea- 
tures of aluminum siding—Season-All. Route 119, 
Indiana, Pa. 


Accessories for Hole Punching Units 


CataLoc M (12 pages) illustrates and describes 
mounting accessories available for use with “Uni- 
punch” hole punching and notching units including 
templates; T-slotted plates and press brake bed rails; 
ram plates; end stops; back stops; feed rails; trans- 
parent layout templets; and other accessories for 
setup of “Unipunch” units in stamping presses and 
press brakes. Application photographs are included 
—Punch Products Corp., 370 Babcock St., Buffalo 6. 


Insulation for Homes 


“How to InsuLate Your Home for Electric Heat- 
ing” has been revised and enlarged to include: 1) . 
a section on the new “R” (installed resistance) 

method of specifying how much insulation is needed; 

2) an expanded section on how to install insulation; 

3) information on proper ventilation: and 4) data 

on various types of electric house heating equipment. 

Also available are copies of “How to Install Mineral 

Wool Insulation in Homes.” which was prepared as 

a guide to approved application practices. One sec- 

tion details industry recommendations of ventilation 

required for best insulation performance. Single 

copies of both publications are available without 
charge—National Mineral Wool Association, Rocke- 

feller Center, 1270 Sixth Ave., New York 20. 


NWAHACA Manuals 


NEW MATERIAL available from the National Warm 
Air Heating & Air Conditioning Association of Cana- . 
da includes the following: 
Manual “A” (third edition). This manual has 
been extensively revised. Some of the major revisions P 
and additions are: 1) Reduction of the amount of 
heat delivered directly to unfinished basement areas; 
2) Decrease in maximum outlet delivery in formal 
living quarters and increase in maximum outlet 
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new literature 
(Continued) 


delivery in unfurnished basement areas; 3) Deletion 


of correction factor; 4) Percentage increase in room 


Btuh load when supplied by insulated ducts running 
through unheated spaces. Copies are priced at $2 
each, 

Principles of Air Conditioning (Unit 1, second 
edition). This manual has been revised and_re- 
edited, is now available at a cost of $1.75. 

Form A-3 Heat Loss and System Design. This is a 
new heat loss calculation and system design work- 
sheet. The front cover the pad of 11 x 17 in. work- 
sheets contains step-by-step instructions for its use 
in heat loss calculations. The inside cover contains 
eleven reference tables for use in making heat loss 
calculations. A pad of 50 sheets costs $5. 


All three publications may be ordered from Na- 
tional Warm Air Heating & Air Conditioning Asso- 
ciation, 4195 Dundas St.. W.. Toronto 18. 


Automatic Humidifier 


FOLDER ENTITLED “Not Too Hicu, Not Too Low” 
explains how controlled humidity with an “Aqua- 
Aire” humidifier benefits today’s homeowner. Fea- 


tures listed include stainless steel construction, only 


one moving part, and no excess water overflow — 


>>> ARE YOU STILL MAKING DUCTWORK THE OLD FASHIONED WAY? 


B & D Enterprises. Inc., 1041 E. Johnson St., Madi- 


son 3, Wis. 


Heavy-Duty Fans 


SPECIFICATIONS for heavy-duty, self-cooled propeller 
fans are presented in bulletin DB1-106. Rating 
tables cover fans with constant and two-speed, one 
and three phase motors. Tables also give data cover- 
ing size, rpm, hp, decibel rating, sound class, cfm 
output, approximate weights and dimensions—llg 
Electric Ventilating Co., 2850 N. Pulaski Rd., Chi- 
cago Al. 


Hole Punching and Notching Units 


“UNIPUNCH” SERIES A HOLE PUNCHING and notch- 
ing units for 14 in. mild steel are featured in catalog 
A (16 pages). Units have standard 83g in. shut 
height and 314 in. die height—Punch Products Corp., 
370 Babcock St., Buffalo 6. 


Light and Air Diffusers 


INFORMATION on combination light and air diffusers 
is presented in catalog F 9768 (24 pages). Included 
are selection information, performance data, and 
drawings illustrating installation and balancing pro- 
cedures—Barber-Colman Co., 1300 Rock St., Rock- 
ford, Il. 


FABRICATE YOUR OWN SPIRAL LOCKSEAM TUBING 
FOR AIR CONDITIONING and VENTILATING DUCTS etc. 


FOR MORE INFORMATION 
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WRITE, WIRE OR PHONE TO SPIRO U.S. 


j 10 SPIRO B 


TUBEFORMING MACHINE 


A Telephone 
@g Inc. CENTRAL 
20 N. WACKER DRIVE © CHICAGO 6, ILL. 6-4465 
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Diffusers, Adjustable Registers 


CaTaLoc 60 (18 pages) introduces new models of 
ceiling air diffusers, new grilles and ornamental de- 
“Air-Master” series 92 adjustable louver 
registers and grilles. Also included are descriptions 
of improved fabrication and finishing techniques on 


standard items. Tables present engineering informa- 


signs. and 


tion, air capacity and performance data, dimensions 
and prices. Catalog is illustrated throughout with 
product photos and drawings showing typical instal- 
lations—A & A Register Co., 8327 Clinton Rd., 
Cleveland 9. 


Centrifugal Fan With In-Line Air Flow 


CaTALoG 1125 discusses the “Centriline” fan, an air- 
foil centrifugal fan with in-line air flow. According 
to the company, the fan has the high efficiency 
characteristics of a centrifugal fan, yet requires less 
than half the installed space. Booklet is illustrated 
with photographs, construction and installation dia- 
grams, performance curves and tables. It includes 
sections on construction features, optional accessories, 
installation arrangements and notes on specifying 


and applying the fan. Applications listed include 


commercial and industrial air conditioning, general 
building ventilation, industrial process supply and 
exhaust, and combustion air supply—V estinghouse 


Electric Corp., Dept. 355, Hyde Park, Boston 36. 


Aluminum Siding 


ALUMINUM SIDING APPLICATION MANUAL (44 pages) 
explains how to install “Alcoa” siding. The book is 
divided into five sections: 1) General Information 
(including a list of products and tools, estimating 
data, ordering information and a description of cut- 
ting procedures; 2) Applying Accessories; 3) Appli- 
cation Procedure — Horizontal Siding: 4) Applica- 
tion Procedure Vertical Siding; and 5) Siding 
combinations and Special Treatments. Copies are 
priced at $1—Aluminum Co. of America, 1501 Alcoa 
Bldg., Pittsburgh 19. 


Snow Guards 


BULLETIN EXPLAINS WHY SNOW GUARDS are necessary 
on steep roofs that slope toward areas where pedes- 
trians may pass. Illustrations show which type of 
snow guard should be used with each type of sloping 
roof. Guards are available for slate. corrugated. 
metal, composition and tile roofs—David Levow, 
Inc., 9 Georgia St., South Hackensack, N.J. 


smooth 


3 Shaped with tapered « 
Guaranteed to tit 


CINCINNATI 27, OHIO 
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Counterflow Furnaces | 


Circuar illustrates 700 series gas fired counterflow | 
furnaces available in four sizes (60.000, 80,000, | 
190,000 and 120,000 Btuh). Compact design is fea- | 
tured. Cabinets on the 60,000 and 80,000 Btuh | 
models are 12 in. wide, 2514 in. deep and 59 in. | 
high. The 100,000 and 120.000 Btuh models are the | 
same height and depth and are 20 in. wide. All units | 
are AGA approved for installation with 1 in. clear- 
ance from combustible materials at the top, rear and | 
sides and 6 in. clearance at the front- pore 
Furnace Co., Div. of National Union Electric Corp., 


851 W. Third Ave., Columbus 12. 


Heavy Duty Fans 


INFORMATION on high volume radial tip mechanical | 
draft fans is contained in bulletin RT-100. Tables | 
list diameter sizes ranging from 20 to 8034 inches. | 
Fans are designed for heavy duty, are said to provide 
high volume and high overall efficiency as well as | 
quiet operation—Chicago Blower Corp., 9867 Pacific 
Ave., Franklin Park, Ill. | 


Registers, Grilles and Diffusers 


CataLoc No. 60-AC (72 pages. four colors) covers | 
registers. grilles and diffusers for heating and air| 
conditioning applications. Included are product | 
photos. specifications. capacities. selection charts, di- | 
mensions. installation diagrams and instructions. | 
Also contained is data on “Spee-D” self-drilling and | 
self-tapping screws, including sizes, operation and 
packaging. One page is devoted to illustrations of | 
display material available—Air Control Products, 
Inc., 158 Center St., Coopersville, Mich. 


Direct Fired Heaters 


“THERMOBLOC” WARM AIR HEATERS for commercial | 


and industrial use are described in bulletin 43-11, | 
which features a cutaway illustration showing in-| 
ternal construction of heaters. Included are dimen | 
sion drawings, specifications for both gas and oft) 
fired units, and installation photos—Wanson Corp., | 
Lewistown, Pa. | 


Pressure Gages, Thermometers 


PRESSURE GAGES, thermometers and control instru- | 
ments are described in bulletin 3020 (six pages). | 
Pressure gages described are the bourdon-type for | 
use in a wide variety of industrial applications. Ther- | 
mometers illustrated include dial, glass tube, panel | 
type and multi-angle models. Control instruments | 
included are indicating controllers, valve position | 


| 
and other pilot options, recorders, chemical attach- | 


INDIVIDUAL ROOM TEMPERATURE CONTR 


FOR WARM AIR 
HEATING OR 
AIR CONDITIONING 


ZONE-A-U ROW, 


DAMPER ACTUATOR 


LETS vou 


CONTROL 


THE TEMPERATURE 
and your 


COMFORT 


IN EVERY ROOM 


AUTOMATICALLY 
CONTROLS THE FLOW 
| OF MEATING OR COOLING 
| TO GACH ROOM OR ZONE 


ECONO PRODUCTS COMPAN 
| Division of Viking Instruments, Inc Fast Haddom, Connecticus 


| 
= 
| 
— 
® ~ | 
| 
) 
A 
sa) 
| 
INDOOR HEATING AND COOLING COMFORT 
COMFORT 
CONTRO § 
' 


CONNOR KEEPS 
YOU UNDER YOUR 
COST CEILING 


...for quality overhead with 
no costly overhead... install 


KNO-DRAFT RESIDENTIAL AIR DIFFUSERS 


LABOR-COST CONSCIOUS CONTRACTORS turn 
to Connor these days... for the substantial savings 
made possible by the quick, effortless installation of 
Kno-draft Residential Air Diffusers. 

Kno-draft units smoothly slip into the uncrimped 
duct . .. mounting holes are marked and drilled . . -a 
few simple turns of the screwdriver, and the job's 
done! No time wasted with pre-assembly or separate 
installation of the diffuser’s elements... no separate 
mounting ring or plaster ring required. 

And in quality homes, such as the one shown 
here, the smart, simple styling of Connor diffusers 
blends perfectly with any well-appointed room. 

From Connor . . . superior performance, smart 
styling, and matchless easy, low cost installation—a 
proven combination no contractor can afford not 
to use! Write for complete Kno-draft Diffuser data. 


Kno-Draft Residential 
Ceiling Air Diffusers. 
Pre-engineered for 

both heating and cooling 


COMMOR... for Constant Comfort Conittions 


CONNOR 


Ino-draft- 


DANBURY. CONNECTICUT residential air diffusers 
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ments and accessories—United States Gauge, Div. 
of American Machine & Metals, Inc., Sellersville, Pa. 


Multi-Zone Air Handling Equipment 


LITERATURE describes multi-zone heating and cooling 
air handling equipment designed to maintain re- 
quired temperatures and humidities in several sepa- 
rate areas having different loads. According to the 
company, a single unit is capable of air conditioning 
an entire medium sized building without disrupting 
air distribution in any given zone, when a change in 
load results from solar variations, wind velocity, 
varying occupancy. ete. Units are available in 12 
sizes—Air Fan Engineering Co., 7401 Telegraph Rd.. 
Los Angeles 22. 


Heating Controls 


Catatoc 500-C (six pages) is a condensed version 
of catalog 500-B which is now obsolete. Printed in 
two colors, the new catalog contains identifying illus- 
trations of various heating controls, unit numbers for 
ordering. and brief descriptions of features and rec- 
ommended applications. Illustrated are thermostats, 
limit controls, transformers, zone relays, immersion 
controls, clamp-on temperature controls, changeover 
controls, gas valves. stack controls and vent valves— 
Detroit Controls Div., American-Standard, 5900 
Trumbull Ave., Detroit 8. 


Gas Venting 


CATALOG OF PRODUCTS FOR GAS VENTING contains 
information on and specifications for Type “B” vent 
—RV round, QC round and WV oval. Also included 
is data on new integral spacers and chimney hous- 
ings. Ask for catalog 7-D—William Wallace Co., 
Metalbestos Div., Belmont, Calif. 


Dust Control Equipment 


COMPOSITE PRODUCT BULLETIN describes dust control 
equipment including dry centrifugals, wet collectors, 
fabric collectors and electrostatic precipitators. Ca- 
pacities and specific applications for 13 products are 
given. Ask for bulletin No. 271, “AAF Equipment 
for the Control of Dust”’—American Air Filter Co., 
Inc., Dept. PD, 215 Central Ave., Louisville 8. 


Punch Dies 


CataLoG No. MO-6 describes “RD” punch press 
dies for perforating mild steel up to a maximum of 
14 in. thickness. A chart illustrates shapes that can 
be produced—Tool Products Corp., 377 Old Falls 
Blvd., North Tonawanda, N. Y. 
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FOR MAXIMUM HEATING 
OR EXHAUSTING EFFICIENCY 
AT LOWEST COST 


Patents 2,722,372 
and 2,855,874 and 
Patents Pending 
plus Exclusive 


Specify 
Ouickdraft 


POWER-DRAFT UNITS 
DESIGNED FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL 
APPLICATIONS 


* No motors, fans or bearings in exhaust line 
* Needs no stacks * Acid-resisting vitreous 
ename! finishes * Extremely high static pres- 
sures now available 


FOR HEATING PLANTS AND INCINERA- 
TORS .. . Quickdraft provides constant draft 
for efficient and economical combustion. It elim- 
inates pulsating or chattering, puffing, smoking 
and sooting. Costly, tall, unsightly stacks are 
unnecessary. 


FOR INDUSTRY .. . Quickdraft now offers 
extremely high static pressures for EXHAUST- 
ING corrosive gases, abrasives and paint sprays 

. for CONVEYING all types of bulk materials 
or wastes that can be moved by air. 


FOR MOVING AIR in or out of buildings 
through ducts .. . Quickdraft is outstanding in 
performance and efficiency. 


9010-QD 


IMPORTANT NOTICE 


To withstand corrosive gases, all Quickdraft units are avail- 
able in standard acid-resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P. V.C.) and with plastic and 
Fiberglass coatings. 


Write today for Quickdraft Engineering Data. 


Quickdraft 


Qvickdraty 


CORPORATION box 87-D, CANTON 1, 
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@ for longer life 
@ easier installation 


ateater sales ap 


PRECISION BUILT TO AVOID COSTLY “CALLBACKS” 


NEW COMPLETELY STAINLESS 


MODEL 999 
straight side 


@ Water leveling type 

@ New diaphragm design 

@ Only 4 lbs completely as- 
sembled . . less than 334- 
Ib. strain on bonnet metal 
or plenum wall 


2 GREAT TIME-PROVED 
THERMOSTATIC CONTROL MODELS 


STAINLESS 
STEEL PAN... 


heats more quickly... 
vaporizes water faster 

.. resists chemical ac- 
tion of hard water... For 
lasts far longer 


any straight 
side warm air furnace 


SERIES 577 


AUTOMATIC DRIP- 
FEED VAPORIZATION 


Thermostatically con- 
trolled valve admits 
water to vapor pan in 
carefully measured 
amount for balanced 
humidity 


For slanting or 
straight side warm 
air furnace 


PROVED BY 20 YEARS OF USE IN THE MIDWEST 
.. - heart of the warm air industry 


WRITE FOR FREE LITERATURE 


AUTOMATIC HUMIDIFIER CO. 
CEDAR FALLS, IOWA 


Manufacturers since 1925 of a Complete Line of 
Automatic Humidifiers for Warm Air Furnaces 


stainless steel 
| 
| 
| 
| | ¥ 
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@ Pocket Size 


RATION! 


NEW IMPROVED DESIGN 


A PQ AUTOMATIC 


DELUXE 
RIVET GUN 
oney $2295 COMPLETE KIT 


WITH RIVETS 
All-Steel Construction 


For “blind” —and for many non- The Finest “Blind” | 
blind applications—here is the an- | Rivet Gun Made | 
swer to low-cost, quick assembly. | We invite you to | 
“SNAPO Automatic Deluxe’ is | compare, and you 
jam-proof because of automatic | agree that this is 

ejection of the mandrel nail after | the most durable, 

the unique rivet is set. Eliminates | highest quality, | 
many welding jobs, replaces sheet lL easiest- to- ase? 
metal screws, bolts and nuts, gets | “Blind” rivet gun | 
into confined areas. Rivets abso- | made. Save time | 
lutely will not vibrate loose, heads | and money on fas- | 
countersunk for easy finishing. | tening, repair jobs. | 
4 


RICHLINE CO., ING. 


PIONEER 


NIBBLING AND 


SHEARING MACHINES 


NIBBLING CAPACITIES UP TO |/," 


STROKE WITH PROGRESSIVE ADJUSTMENT 
MODELS UP TO 59" THROAT DEPTH 


Circular nibbling attachment outside of throat 
Straight guides with horizontal and vertical adjustment 
Quick tool changing 

Intricate cuts 

No distortion of the material 


Descriptive Literature on request. 


THE CLAREMONT COMPANY, Inc. 


MERIDEN, CONNECTICUT 
Exclusive Distributors for the United States 


| 


we hear that... 


> Peercess Corp., Indianapolis, Ind., and Mon- 
Atlanta, Ga., have merged opera- 
tions, and the Moncrief firm will be operated as a 
subsidiary of Peerless. According to Peerless presi- 
dent Harold W. Mutz, Peerless products which will 
now be available in Atlanta include gas, oil and coal 
fired heating equipment as well as central air con- 
ditioning for residential and commercial use. Both 
remote type and packaged heat pumps will also be 
available at Atlanta. The Moncrief operation will 


continue under present management at its new plant 
location, 935 Chattahoochee. 


crief Furnace Co.. 


GEORGE REVESZ (left), technical director of 
Robertshaw-Fulton's eastern research center, 

and John Coyne of the electronics section < 
look over and evaluate project data recorded 

on an instrumentation console 


> RopertsHaw-FuLton Controls Co.'s new eastern 
research center at King of Prussia, Pa.. was opened 
officially on September 29 with tours and a buffet 


luncheon for some 300 guests. Thomas T. Arden, 


president of the firm; William M. Harcum, general 
manager of the center; and other company officials 


acted as hosts. The research facility contains 18,000 
sq ft of space, providing laboratory, test and office 
quarters for approximately 50 employees working 
in the fields of air conditioning. electronics, gas tech- 
nology. 


mechanics. chemistry and_ physics. 


Exvecrro-Arr CLeaner Co., INc., has begun con- 
struction of a 26,000 sq ft addition to its existing 
building located at Olivia and Sproul Sts.. in the 
greater Pittsburgh area. The new structure will more 


than double present manufacturing capacity. Accord- 
ing to Paul Aitkenhead, president, the expansion was 7 


necessitated by the constantly growing demand for 
electronic air cleaners in all parts of the United 


States. 


>» McQuay, Inc. has acquired a 36 acre tract in 
Visalia, Calif., which will serve as the site of a new 
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Now a PROFIT-MAKING Humidifier! 


in individual 
Sell 


qua- ire cartons! 


with its new revolutionary principle 


No more pricked fingers or danger from rusted bristles. 
Easier to display, merchandise and handle. 
Longer-wearing SILVER-BRITE RUSTPROOF WIRE or Black 
Tempered Wire. 


Every Carton clearly marked as to number, shape, size or 
specifications. 


Scientifically Controlled Humidity | Bech and every brech own carton clean stock 


and eliminates re-wrapping. 
Stainless Steel Construction Schaefer Brush for every industrial and 
No Excess Water Overflow jomesite wee. 
No Electric Water Valve to Service Schaefer's special alloy “Silver-Brite” rustpoof spring steel 
Humidistat — 1/100 HP motor wire has been developed for longer wear, more effective 
— ”“¥10"x18" cleaning. Here’s extra value, extra satisfaction in any brush 
Dimensions — 10”x x and each is individually packaged for easier handling. 
Write for further details to W 


B & D ENTERPRISES, INC. 


Dept. 210 SCHAEFER BRUSH MFG. CO. 
1041 E. Johnson St. 


Madison 3, Wis. 117 West Walker St. 
Milwaukee 4, Wisconsin 


THERE’S AN AIRSERCO 
| Have you tried the FLUX 
FOR YOUR APPLICATION! & 


, | = | with the BULLDOZER action? 
Airserco builds. the most versatile | 

line designed specially for the air- | — 
“conditioning and refrigeration industry. | i A-CO a . 


é Refrigerant 
Measuring Tube | 


REGULAR 


Your sted 
Wholesaler for all general FLUX 


NON-ACID 
purpose SELF-CLEANING 


soft soldering —— 
NON-ACID - SELF CLEANING 


To Call La-Co Flux ‘‘self-cleaning’’ is almost like calling today’s sports 
car a horseless carriage. La-Co Flux literally bulldozes right thru rust, oi! 


. S| and oxides, leaving the surface whistle-clean. Result: ect d of 

: = metal and solder as strong as the tensile strength of the solder itself. It’s 

| “ey one flux that works right thru protective coating on today’s galvanized 

Complete pag re \  {/\ sheet. No cleaning sanding, or scraping needed; all the muscle is built in. 

> a " | There's no safer flux, either—no acid of any kind, no danger of burns or 

fumes, no staining or pitting of metal. Comes in paste or liquid form, or 
in handy pencil-like Flux-stiks. 

Look for La-Co at your supplier 
or write on letterhead for sample. 


ye snmgad Portable | Flux Problems? We'll be glad to help; no obligation 


Catalog. 


Ww, 


Manometer ~ 


Hermetic 


Charging Station 


“Creative leadership in air-conditioning and refrigeration.'' LAKE EMICAL CO. 
| 3072 W. Carroll Ave., Chicago 12, Ill. 


BRAWN 
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Lightweight and easy to handle, SonoaiRDUCT Fibre 
Duct joins and levels faster . . . saving labor and instal- 
lation time on slab perimeter heating or combination 
systems. And, SONOAIRDUCT can be quickly cut to exact 
lengths with a hand saw. 

You can be assured of con- 
sistent high quality when you -—FREE 
Sonoco SOMOAIREN INSTALLATION 

re Duct—because it meets 
or exceeds all F.H.A. criteria MANUAL 
and test requirements for 
products in this category. 

Available in 23 sizes—2” 
to 36” I.D. Order required 
lengths or standard 18’ ship- 
ping lengths. SONOAIRDUCI 


Fibre Duct saves m Contains latest, detailed, 
pre uct saves you money, step-by-step installation 
too... it's low in cost and data for SONOAIRDUCT 


Fibre Duct. For copy, 
send us name, address 
on company letterhead 


won't chip, crack, or break 
when dropped—every piece 
is usable. 


See our catalog in Sweet's, 
or write for complete information to 


SONOCO 
Construction Products 


SOWOCO PRODUCTS COMPANY, HARTSVILLE, SOUTH CAROLINA La Puente, Calif 
Fremont. Calif. Montclair, Akron. Indiana Longview, Texas 
Atlanta, Ga. Brantford, Ont. Mexico, 
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we hear that 
(Continued) 


branch factory. The new plant, which will contain 
about 45,000 sq ft of space, is scheduled for occu- 
pancy in the spring of 1961. 


>» Harrop V. Encu Jr. has been elected president 
of Turner Corp. Mr. Engh previously served as 
executive vice president. 


Detroit area for a number of years, will become a 
manufacturers’ representative on January 1, 1961. 
He will cover the Ohio and Michigan territories for 
manufacturers serving the warm air heating and 
air conditioning industry. Mr. Lytle reports that he 
is considering the addition of several related products 
to round out his lines. 


Biaine LyTLe, active as a wholesaler serving the 


NEW PLANT at Logan, Ohio, was built in 


1959 to meet increasing demands for Wil- 
liam Wallace Co.'s products 


>» NovemBerR marks the 35th year of the William 
Wallace Co., manufacturer of ‘“Metalbestos” gas 
vents and other products. Alan Kinkead, now presi- 
dent of the company, joined the firm in 1945 and 
began the extensive engineering studies which led to 
the development of the numerous types and sizes of 
vents now being marketed by the company in the 
United States and Canada. 

The firm maintains a steady production of dealer- 
contractor sales and service aids. These include serv- 
ice bulletins, sales literature, catalogs. ete. 


> Norman B. JupeLson, manager, marketing re- 
search, American-Standard Air Conditioning Div., 
has been named chairman of the Oil Heat Institute’s 
market research committee. 


>» C. T. Perkins. president of Modine Mfg. Co. 
since 1948, has retired from the company. He will be 
succeeded by A. G. Dixon, formerly executive vice 
president. Mr. Perkins will continue as a member of 
the board of directors and has been named vice 
chairman. Mr. Dixon, a director of Modine, has been 
associated with the company since 1926. He has 
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G-E- ON “Snap-Tite” Design No. 29 
Special tail piece has retractable snap end 


bearing . . . eliminates need to bend damp- 
er or spring duct to insert damper. 


You pay less and get more features with speedy 
E-Z-ON damper regulators, because they’re de- 
sign engineered to do a better job... quicker. 


Here's Proof: © Lower Price...Means Lower Cost to You 
Double Prongs Mean Double-Grip ...No chance of swiveling 
© Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe © Modern “Swept'’ Wing Nut is Eye-appealing 

. Adds new beauty to installations © Balanced Construction... 
Prevents possibl ding of damper in duct. 


ave. A. GERETT 


all leading 
Stocked i in by THERMIDAIRE CORP., 7-9 Cumberland St. 


FLANGES THE DUCT 


Le n 5 seconds on short | 
and lighter pieces . 
Slightly longer on bulkier pieces — 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 


material and labor savings. 
No. 12 Smith's Cleat Bender 


PERFECT 
DRIVE CLEATS 


24” Wide — 
No. 30 Smith's Cl Cleat Bender fit the duct without 
Wide — 


Also Universal Cleat Bend- the use of a screwdriver. 
ing Brakes and Box and 
Pan Brakes 

Write for nearest 
distributor 


TREMENDOUS SAVINGS 
in erection time and labor. 


R. E. SMITH MANUFACTURING co. 


1124 ELIZABETH STREET WAUKEGAN, ILLINOIS 


BEVERLY ripoatitss 


Cuts Any Shape in Metal . 
Easily, at High Speed 


Provides 1725 cutting strokes 
ee minute . . . correct speed to 

andle cutting, trimming and 
slitting operations in any metal 
to shear's capacity. Unique 
downward-forward shearing ac- 
tion provides faster, cleaner cut- 
ting; insures longer blade life. 
Operator’s hands are free to feed 
and guide work through shear— 
permits accurate cutting to 
a line or template. Throat- 
less design allows sheet to 

e turned in any direction 
during cut. Motor operates on 
110V., 60 cycles, AC. 


ft. per minute. 

lighter gauges 

proportionately 
faster. 


Complete with 

base and supporting 
column to provide 
most efficient and 
comfortable working 
height from floor. 
Can be used with 
base only as bench 


shear. VERLY 
SHEAR MFG. CO. 


3020°W. 111th Street 
43, Ni. 
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MODEL AV-7—AIR VANE HIGH EFFICIENCY TYPE 
For cooling and heating, four-way deflection 
with multi-shutters 


ARRO-FLO DIFFUSOR AF-20” and AF-30” 


HIGH EFFICIENCY BASE-BOARD TYPE OUT-OF-WALL 
REGISTER FOR BOTH HEATING AND COOLING PUR- 
POSES. Our distinctive Arro-Line styling blends with any sur- 
roundings, measuring only 3%" in height, allowing for ideal 
installation under windows. 


Write for Catalog 


GRILLE ANO 


10740 Broadway Ave., Cleveland 25, Ohio 


| 
| Offer MORE! | = 
12” Wide — 
7 No. 18 Smith's Cleat Bender 
A 18” Wide — 
| 
= 
e your nearby Beverly 
“4 Di ibutor f a demon: 
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ww: [TRAINGER.INC 
Specialists in 
ELECTRIC MOTORS 


4000 Items in Stock 


PROMPT DELIVERY. Warehouses 
and sales offices coast-to-coast (see list 
below.) All fully stocked for pick-ups or 
24-hour shipping service. 


ELECTRIC MOTORS 
(1/250 to 60-HP) 
GENERATORS 

BLOWERS 
EXHAUST FANS 


SALESMEN at each office available for 
help and guidance. 


AIR CIRCULATORS 

HEATING nen WHOLESALE ONLY. Free net price 
2 catalog sent only when requested on 

letterhead. No consumer requests hon- 


POWER TOOLs ored. O.E.M. prices available for quantity 
: buyers. 


188 PAGE CATALOG and buying 
guide. Includes detailed descriptions 
on over 4000 items. Lots of technical 
and application data. Request your 
free copy. 


Phone or Write 
GRAINGER WAREHOUSE > 
NEAREST you 


ALABAMA NEBRASKA 
BIRMINGHAM 4e 701-6th Ave. N. OMAHA 2¢ 1516 Webster St. 

ARIZONA NEW JERSE 
NIX @ 1022 N. 21st Ave, NEWARK 2¢ 355 Mulberry St. 


NEW YORK 
ALBANY Colvin Ave. 


ARKANSAS 
CALIFORNIA 


NESNO 2¢ 101 Van Ness Ave 
LOS ANGELES 336 1401 E. 3rd St. 
AKLAND 72200 Adelir ve St 
SAN DIEGO 16144 W. Market St. 


© 1805 Scott St. 


SYRACUSE 66¢ Tarbell Rd. 
NORTH CAROLINA 


A SAN FRANCISCO 10¢519 Potrero Ave. CHARLOTTE 31216 S. Mint St. 
COLORADO OHIO 
MENVER 40695 Bryant St. CINCINNATI 6@ 2400 May St. 
CLEVELAND 142150 Hamilton Ave. 
HARTFORD. 201 Dexter Ave. COLUMBUS 15¢ 400 E. Livingston Ave, 
pisTRicT OF COL. DAYTON 2¢ 222 Washington St 
WASHINGTON 18¢ 1860 Adams, N.E. TOLEDO 2¢520 Southard S 
FLORIDA YOUNGSTOWN 2¢16 Pyatt St. 
JACKSONVILLE 6035 W. 12th St. OKLAHOMA 
oy v1 AM 37 © 2727 N.W. 2nd Ave. OKLAHOMA CITY 20316 E. Grand Ave. 
TAMPA 66 1509 Cypress St. TULSA 19¢ 1738 S. Boston Ave 
Georcia OREGON 
ATLANTA 16¢ 1046 Memorial Or., S.E. PORTLAND 17¢ 2410 N. Mississippi 
PENNSYLVANIA 
» CHICAGO 12¢2330 W. Adams St. ALLENTOWN e 723 E. Green St 
zg MELROSE PK. e 1660 N. Mannheim Rd. PHILADELPHIA 4¢3215 Soring Garden 
INDIANA PITTSBURGH 13812 Penn Ave 
é NDIANAPOLIS 2¢1714 E. Riverside RHODE ISLAND 


A SOUTH BEND 18¢1133 So. Main St. PROVIDENCE 5236 Georgia Ave. 
1OWA TENNESSEE 
; DAVENPORT e 1215 E. River St. KNOXVILLE 17 ©3528 Broadway N.E. 
4 DES MOINES 14066 Washington Ave. MEMPHIS 3¢ 339 So. Front St. 
4 NASHVILLE 4¢210-17th Ave. N. 

A 51201 N. Mosley St. 
KENTUCKY 


LE 3 
LOUISIANA 
vEV 


TEXAS 
DALLAS 10¢ 2425 Ferris St. 
EL 1100 E. Missouri St. 
FT. WORTH 361119 W. 5th St. 
HOUSTON 14601409 St. Emanue! St. 
SAN ANTONIO 2606 E. Crockett St. 


3120 S. 12th St. 


EANS 25 4513 Eve St. 
VEPORT ©2031 Texas Ave. 


MARYLAND UTAH 
BALTIMORE 30¢800 S. Hanover St. SALT CITY 160527 No. 3rd W. 
MASSACHUSETTS VIRGIN 
8 N 36¢84 Lincoin St. NORF 80835 W. 44th St. 
o MICHIGAN RICHMOND 20¢ 1427 W. Cary St. 
DETROIT 301701 E. Mc Nichols Rd. WASHINGTON 
SRAND RAPIDS 30545 Granaville S.W. SEATTLE 4 1001-9th Ave. S. 
MINNESOTA SPOKANE 1¢W. 22 Main Ave. 
N LIS 1818-4th St. west VIRGINIA 
4AR STON 1037 Central Ave. 
KANSAS 8e 1629 Brosdway WISCONSIN 
ST. LOUIS 3¢2110 Pine St. MILWAUKEE 40136 E. Walker St. 


WW ORAINGER, INC. 


Dept. 102-E, GENERAL OFFICES, CHICAGO 12 
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we hear that 


served as sales manager of the heating division, as 
secretary of the company, vice president and execu- 


tive vice president. 


Ballard A. Yates 


R. S. Heidenheim 


> Barvarp A. Yares, formerly executive vice presi- 
dent of McQuay-Norris Mfg. Co., has been elected 
president, succeeding the late Carl R. Wippern. Rog- 
er S. Heidenheim, formerly a vice president, was 
elected executive vice president. Mr. Yates has been 
with the firm for 33 years, starting as a metallurgical 
engineer. He became manufacturing vice president 
in 1950 onl executive vice president in 1959. Mr. 
Heidenheim, in his new capacity as executive vice 
president, will remain the company’s chief marketing 
executive in charge of activities in the replacement, 
original equipment, and export fields. 


> Tue York Div. of Borg-Warner Corp. has begun 
construction of a second “sound laboratory” at its 
Grantley Road plant in York. Acoustical insulation 
and acoustically treated doors are designed to keep 
all outside noises from the testing chamber so that 
sounds from equipment being tested under actual 
operating conditions can be accurately measured 
and analyzed. 


> Heat pumps manufactured by Westinghouse 
Electric Corp. are now equipped with an “anticipa- 
tor” to provide advanced warning of outdoor tem- 
perature changes and assure closer temperature con- 
trol within the home. 


> Wuire-Ropcers Co. has acquired those assets of 
Robinson Tube Fabricating Co. which are related 
to the gas burner manufacturing operations of Robin- 
son Tube. The manufacture of gas burners for use 
on furnaces formerly carried on by the Robinson 
firm will be integrated with the activities of. Con- 
figured Tube Products Co., a wholly-owned sub- 
sidiary of White-Rodgers which is engaged in a simi- 
lar operation. 


> CONSTRUCTION HAS BEEN STARTED on a 120,000 
sq ft addition to The Trane Co. plant at Clarksville, 
Tenn. The addition will bring the total plant area 
to more than 270,000 sq ft. 
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ALLEN SODER-FLUXE 
FOR STRONGER JOINT 
For Sodering — Brazing — Welding 


You can get a com- 
plete line of SOD- 
ER-FLUXES from 
Allen for sodering 
brazing and weld- 
ing all metals. 


L. B. ALLEN COMPANY, INC. 
9302 Berenice Schiller Park, Ill. 
—Metropolitan Chicago— 


Write us 
today for 
Sodering 
ideas-FREE 


Designed For The 
Practical Sheet 
Metal Fabricator 


This revoluti y nl 
will: 


@ Bead @ Bead and Slit 
@ Bead and Crimp @ Bead, 
Crimp, and Slit @ Slit in 
the Flat '. x 9/16 deep 


Profitable production of ‘‘A'’ collars, stub collars, caps, cold air — 
end many other applications is now made possible with the 

the new FALLSINGTON COLLAR ROLLING MACHINE. Adjustable table 
gages permit rapid setups for operation desired. 


write for more literature to: 


FALLSINGTON MANUFACTURING CO. 
FALLSINGTON PENNSYLVANIA 


GO TO GOETHEL FOR FAST “SERVICE 


. WE HAVE WHAT YOU NEED 
FULL BLAST : 


GATES 3" FLANGES & 
and up GASKETS 
STOCK BLOWPIPE 
ELBOWS 
DUST 

COLLECTORS 

& FITTINGS 

PVC PLASTIC 


ps— BALL JOINTS 


HOOD: 
3° PIPING > 


to 8" immediate  ship- 
STOCK ment on stock {0' LENGTHS, 7" 


items. Write for & LARGER. 16 ga 
price list. and LIGHTER 


Alfred Goethe! Sheet Metal Works, Inc. 
3218 W. Fond du tac Ave Milwaukee 10, Wis. 


and Filters 


FLOOR FURNACE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


@ 30” HIGH . . . 16%” below joist. 
@ INSULATED JACKET 

@ CIRCULATED, FILTERED AIR 

@ QUIET OPERATION 
e 


RETURN AIR OPENING .. . 


OIL-FIRED fer Giter removal or furnace service 
85,000 Btu @ PRE-ASSEMBLED & WIRED 
Output 
GENERAL AUTOMATIC PRODUCTS 
CORPORATION 


cat on wire” Now: 


794 
without gauges 


2300 Sinclair Lane 
Baltimore 13, Md. 
tAstern 7-7703 


HANDY 
SEAMER 


No. 793 
with gauges 


Forged steel Handy Seamer 
with or without depth gauge 


Complete line of machines and tools for sheet metal fabrication. 


Expecting A Check? 


2 You'll get it quicker if you gave your postal deliv- 
ery zone number with your address. 

The Post Office has divided 106 cities into postal 
delivery zones to speed mail delivery. Be sure to 
include zone number when writing to these cities; 
be sure to include your zone number in your return 
address — after the city, before the state. 


ORNAMENTS 
STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

1} you don't bave catalog K. send for it NOW 


MILLER & DOING 


89 ADAMS STREET 


BROOKLYN, N.Y. 
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| 
SALES 
| MORE PROFITS for you: MM 
MANUFACTURING CO. + MILFORD, MICHIGAN | 
‘ 


The right SNIPS for the job! 


KDC-5 PIPE CUTTER 

New Double Cam Action Pipe Cutter 

—for duct work, stove pipe, etc. 
w/grips $5.30, w/spur $5.00 


See your local wholesaler or 
contact us direct for the 
name of our local distribu- 
tor, wholesaler. 


Klenk’s double action tools give you 20% more 
poor with Jess effort. This is made possible by 
| more opening in the jaws and less opening in the 

handles. All Klenk tools are easy to assemble and 

any part can be replaced in a few minutes. 


KARL KLENK, INC. 


107-09 East Fifth Street 


GREAT NEW 
OPPORTUNITIES 


yours now with 


...new Jackson & Church 
gas-fired unit heaters 


Propeller or blower fan types. 
Available with duct flanges or 
4-way adjustable air-discharge = 
louvers. Adjustable temperature-range thermostatic fan 
switch, manual summer operating switch, and 100% 
safety shutoff. Offered in capacities from 25,000 BTU 
to 500,000 BTU input. Operates on all gases. 


Get acquainted with this great new J-C line. Their low 
prices and high performance records will surprise you. 
Write for full details today! 


| JACKSON & CHURCH 
YORK-SHIPLEY, INC. 


DIVISION OF YORK, PENNSYLVANIA 


= 


Pioneers ond Specialists in Automatic Heat. Boilers to 600 hp. Furnaces to 4,750,000 Btuh 


| 
| 
| 
| 
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wholesaler doings... 


> Tue Patmer-Donavin Mrce. Co., Columbus 
wholesaler of sheet metal products, heating and cool- 
ing equipment and water heaters, has purchased the 
sheet metal and roofing products of the Clevenger 
Co., Inc., wholesale firm of Lima, Ohio. Palmer-Dona- 
vin’s Lima branch was recently destroyed by fire 
and has since had temporary sales and warehouse 
quarters at 1032 Findlay Rd. Ernest Kidd will con- 
tinue as manager of the Lima branch. Ted Stover, 
Ernest Gerig and Edward Hughes will be sales rep- 
resentatives in the Lima area. 


BiceLow & Dowse Co., Needham Heights. Mass., 
has been appointed distributor for Armstrong heat- 
ing and cooling equipment in the Boston area. The 
Bigelow & Dowse Co., serving the Boston area since 
1839, has recently moved to a new one story plant 
located in the Needham Industrial Center. Sales 
manager of the company’s heating division is Charles 


O’Brien. 


>» Epwarp J. Carrery was recently named vice 
president and manager of Follansbee Metals Corp. of 
New York, a wholly owned subsidiary of Beals Mc 
Carthy & Rogers, Inc. Mr. Caffery has been with Fol- 
lansbee Metals for 14 years and has served in var- 
ious sales assignments. 


> J. W. Sarank has been appointed general mana- 
ger and sales manager for the central Michigan area 
by National Furnace Supply Co. of Detroit. Mr. 
Shrank was formerly associated with Perfection In- 
dustries, Cleveland, and more recently with Grand 
Furnace Co., Grand Rapids. Mich. National Fur- 
nace Supply Co. maintains five offices and ware- 
houses in Michigan and serves over 1200 dealer-con- 
tractors. 


> Haverstick & Co., INc., Rochester. N. Y.. whole- 
saler, will represent Reznor Mfg. Co. in the sale of 
direct-fired heating equipment. In addition to serving 
the Rochester area through its headquarters offices, 
Haverstick & Co. also serves the Niagara Falls and 
Ithaca trading areas through branch offices in those 
cities. 


> Eastern Suppty Co. has been named to handle 
Typhoon air conditioning and heating equipment in 
the Westchester County area. Eastern Supply. lo- 
cated at 521 E. 3rd St., Mt. Vernon. is headed by 
Fred Nissman. 


> Littarp Co. recently held open house to cele- 
brate the formal opening of its new office and ware- 
house. The new facilities are located at 1929 X St., 
Sacramento, Calif. 
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K-36H Hydranoid 
(Silent, silicone 
cushion with 
standard or step 
opening) 


MR-50 (Manual 
reset valve—100% 
safety, main gas 
cock, pilot valve) 


Solenoid 
(24v or 120v) 


B-56 Diaphragm 
(low voltage) 


MR-80 (Manual 

reset with main 
line safety 

shut-off) 


B-66 Diaphragm 
(millivoltage) 


hinati sic Versatrol con bina, 
pilot valve, and 200%, é your choice from ‘our vale: 


aun) 


You can pressune |, fram Be election 

screwdriver eaclusive 4x the installer oF Versatile 
VERSA TROL ther. ad" Contréls, 


: — 
‘ 
» 
! 
= T'T Ws 
J it ; 
t 
EXAMPLE - oF: = 
\) 
—easic 


-soft-seat valves 
were originate 
RI 


vaives are A. GA, 
ured 14 LP gas. 
num die-cast valve 
seat. Use McQuay- 


wo. 


McQUAY 
[NORRIS 


1910-196 
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Curtis H. Locke James Mossell 


>» Curtis H. Locke as sales manager, Machine Tool 
Div., Buffalo Forge Co. He replaces James Mossell, 
who is retiring after 48 years with the company. 
Mr. Locke has been with the company as a sales en- 
gineering representative since 1947. Mr. Mossell 
joined the firm in 1912 as an office boy. 


> SHerwin S. TaRNOFF as a sales engineer for the 
Chicago office of Ilg Electric Ventilating Co. 


>» E_woop Hucues as a district salesman for Re- 
search Products Corp. Mr. Hughes has been asso- 
ciated with the company for the past several months, 
working out of the home office in Madison. He will 


now serve western Pennsylvania and West Virginia, 
working in cooperation with B. L. Rushton, Inc., 
Pittsburgh. and will headquarter in Pittsburgh. 


> Wittiam W. Morrisey as director of marketing 
— a newly created position — for the Lau Blower 
Co. For the past five years, Mr. Morrisey was blower 
sales manager for the company. Before that he was a 
sales engineer for the Waterman-Waterbury Co., and 
has also been associated with the White-Rodgers Co. 


Wm. W. Morrisey Edwin G. Weed 


>» Epwin G. Weep as sales manager of Custom-Aire 
Products, San Francisco, a division of Pacific In- 
dustries, Inc. He succeeds G. W. Cheney, who was 
recently named vice president and general manager. 
Mr. Weed was formerly organizations manager of 
Aerofin Corp. 


CLIP 
PUNCH > 


For fastening slips 


SWIVEL HEAD SQUEEZER TONGS ga. steel. ~ ham- 
For closing Government box lock connection on mering or — 
duct work and all standing seams. Swivel head ed out to fasten 
makes tongs usable on all four sides, in slip to the duct. 
either vertical or horizontal position. 


for a complete CLEAT DRIVE NOTCHER > es "| QUICK SET 
line of HANDY Handles up to 3” wide, 22 ga. —— DIVIDERS > 
TOOLS AND or lighter. Hand or foot opera- : 


bench, or on Fastest, most accurate on 
EQUIPMENT “with clamps, or bolts and the market. Two sizes for 
daaiew circles up to 36” and 48”. 


REINER & CAMPBELL CO., INC. 


254— entilating 
100,000 BTU 


GAS HI-BOY pecialties 
FURNACES 


NEW! 
EXTRUDED ALUMINUM 


AGA Approved — 100,000 Btu AGA input (80,000 AGA out- SHUTTERS 
put capacity), 27" long, 19" wide, 56" high. 14-gauge stamped Shutt wn 
steel heat exchanger, slotted port burners, belt-drive blower, me a. 


e- you all of these features: Lightweight 
built-in draft diverter, enclosed burner and controls, factory ull Weather Strip, Low 


Also counterflow furnaces of same capacity and make. 


WRITE BOX 1200 AMERICAN ARTISAN 
6 N. MICHIGAN AVE., CHICAGO 2, ILL. 


Write for complete specifications. 


Aaek ELGO SHUTTER & MANUFACTURING COMPANY 
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— finish with fluted 
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in your community | 


Offer Lifetime Guarantee, 
Get A Warm Welcome From 
Home Owners! 


Furnace performance determines customer satisfac- 
tion, and that’s why Peerless quality puts you out 
front of competition. Peerless PerfecTemp per- 
formance brings all-dimension comfort all through 
the home. Balanced design plus extra heavy-duty 
heat exchanger give Peerless furnaces the heart for 
hard work. That’s why Peerless can offer a factory 
written lifetime guarantee on Versat-all models. 
Peerless manufactures a complete line of furnaces 
for gas, oil and coal from 65,000 to 1,000,000 BTU, 
and also manufactures the Clima Pump, the all 
new, all electric heat pump. Write today for all the 
facts regarding Peerless . . . there’s profit in it 
for you! 


1853 LUDLOW 


and Electric’ C lima-Pumps 


give winter a warm welcome 


appointments 


(Continued) 


Lindley J. Reay Stuart A. Smith 
> LinpLey J. Reay as vice president and general 
manager of the Waterman-Waterbury Co. Before 
joining Waterman-Waterbury, Mr. Reay was secre- 
tary-treasurer of Woonsocket Rubber Co., and has 
also been associated with Diamond Iron Works (serv- 
ing for 15 years as president), and with the Mahr 
Mfg. Co. Stuart A. Smith has been named vice presi- 
dent and general sales manager. Previously he was 
vice president in charge of sales for Waterman-Water- 
bury. He has also been vice president and sales 
manager for the J. V. Patten Co. and manager of 
furnace sales for the Perfection Div. of the Hupp 


Ira Metcalf James W. Wilson 
Corp. Mr. Smith will be assisted by Ira Metcalf, who 
has been with the Waterman-Waterbury firm for 
26 years. The company’s chief engineer is James W. 
Wilson. He will concentrate on the research and de- 
velopment of new products. 


> Avsert Genca, Detroit, as a sales representative 
serving the Michigan territory for Halstead & 


Mitchell Co. 


> Paut Srumpe as a sales representative working 
out of the St. Louis office for Turner Corp. Frank 
Ludwiczak will have headquarters in Cleveland. 


> Kenneth DeBaun as a district sales manager with 
headquarters in the newly opened San Francisco 
office of Farr Co. He was formerly New York district 
manager. In his new position he will provide sales 
and engineering counsel to customers throughout 
northern California. 


4 
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appointments 


(Continued) 


> CuHester R. Attwoop as a sales representative 
for Arkla Air Conditioning Corp. Mr. Attwood, who 
will represent the firm in Chicago and the surround- 
ing area, replaces Allen G. Barry, who has resigned. 


> James M. Battarp Jr. as manager of the Trane 
Co.’s Birmingham office. Mr. Ballard has been with 
the company since 1950. Robert G. Botheras has 
joined the firm’s San Francisco sales office. 


> R. R. Jonns as Los Angeles district manager, alu- 
minum field sales, for the Metals Div., Olin Mathieson 
Chemical Corp. James R. Whitlock has been ap- 
pointed manager of the Olin aluminum branch sales 
office at Louisville, Ky. 


> R. E. Meyers & Associates, New Orleans, as sales 
representatives covering Louisiana and Mississippi 
for McQuay, Inc. Other new representatives are the 
Frey Equipment Co., which will cover the Dayton, 
Ohio, area, and Brownlee-Morrow Engineering Co., 
which will serve Birmingham. 


Statement of Ownership and Management of 
AMERICAN ARTISAN for October 1, 1960 


The following is a statement of ownership, management, etc., as re- 
quired by act of Congress of August 24, 1912, as amended by the 
acts of March 3, 1933, July 2, 1946 and June 11, 1960 (74 Stat. 208) 


of American Artisan, published monthly at Chicago, Ill., for October 1, 
1960. 


1. The names and addresses of the publisher, editorial director, edi- 
tor, and president are: 


Publisher: Chas, E. Price, 1120 Greenleaf, Wilmette, III. 

Editor: C. M, Barnes, 2640 Berwyn, Chicago, III. 

Editorial Director: C. M. Burnam, Jr., 9215 S. Damen, Chicago, Ill. 
President: Chas. E. Price, 1120 Greenleaf, Wilmette, III. 


2. The owner is: (If owned by a corporation, its name and address 
must be stated and also immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 per cent or more of total 
amount of stock. If not owned by a corporation, the names and ad- 
dresses of the individual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as 
that of each individual member, must be given.) 

Keeney Publishing Company, 6 North Michigan Ave., Chicago 2, 
Illinois. Stockholders: Chas. E. Price, 1120 Greenleaf, Wilmette, Ill. ; 
Robert A. Jack, 3565 Glen Allen Dr., Cleveland Heights, Ohio; W. J. 
Osborn, 1029 Old Post Rd., Fairfield, Conn. 


3. The known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or mcre of total amount of bonds, mort- 
gages, or other securities are: None. 


4. Paragraphs 2 and 3 include in cases where the stockholder or se- 
curity holder appears upon the books of the company as trustee or in 
any other fiduciary relation, the name of the person or corporation for 
whom such trustee is acting; also the statements in the two paragraphs 
show the affiant’s full knowledge and belief as to the circumstances 
and conditions under which stockholders and security holders who do 
not appear upon the books of the company as trustees, hold stock and 
securities in a capacity other than that of a bona fide owner. 


5. The average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the 12 months preceding the date shown above was: 10,034. 


Chas. E. Price, President 
Sworn to and subscribed before me this 12th day of September, 1960. 


(SEAL) Lydia Thomas 


[My commission expires November 21, 1963] 
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Firms represented in this issue are identified by the 
folio of the page on which their advertising appears. 


Klenk, Inc., Karl 
Krueger Sentry Gauge Co. 
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Aerofin Corp. 94 
Air Conditioning & Refrigeration L 
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Clarage Fan Co. 65 

Cleveland Humidifier Co. . 

Connor Engineering one. pee as 102 Peck, Stow & Wilcox Co., The .. 109 
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Inland TI-CO Galvanized Sheets are # 
TCO Sheets are soft enough to take the 
fi 
Wr 
TI-CO brand Helps Build Your 
Reputation asa Quality-minded _ 
the, manufacturer OF Bares. 
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SERVICE 


Rates for display space in the Service Section are $14.00 


per inch per insertion. One-inch minimum space accepted. 


Closing date — twentieth of the month preceding issue. 


SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 


MAKE YOUR PLANS 


NO W 


FOR ADEQUATE SPACE IN 
THE JANUARY 1961 ISSUE 


WHICH WILL CONTAIN OUR 
DIRECTORY SECTION 


Classified Advertising 


Rates for classified advertising are 
15 cents for each word, including 
heading and address. One inch $7.00. 
Count nine words for keyed ad- 
dress. Minimum $2.50. Closing date 
20th of month preceding publication. 


Agents Wanted 
REPRESENTATIVES WANTED — Manufacturer of- 
fering new quality line of registers, grilles, ceiling 
diffusers, etc. is looking for manufacturers’ agents in 
many sections of the country and is offering exclusive 
territories, liberal commission basis. This top quality 
line is an excellent addition for agents handling HVAC 
equipment and calling on architects, engineers, con- 


tractors, etc. Please reply Key 1201, American Arti- 
san, 6 N. Michigan Ave., Chicago 2, Ill 


EXCELLENT OPPORTUNITY — for qualified salesmen 

with established manufacturer of registers, grilles, 
diffusers distributed through wholesalers only. Sales 
and potential require full activity. Openings for ag- 
gressive men in two territories Salary, expenses and 
commission. Forward complete resume and snapshot to 
Midco Register Corp., 1059 Grand Ave., St. Paul 5, 
Minn. 


i Equipment Wanted 
WANTED: Used Wilder-type rotary slitting shears. W 
A 


. C. CO., P. O. Box 224, Framingnam Center 
Mass. 


Wanted: Close out lots of warm air residential heat- 

ing equipment Write giving description arm! price 
to E. L. Bilek, 2025 Zollinger Roac’. Colurrous 21, 
Ohio. 


For Sale 


TECHNIQUES OF DUCT WORK ESTIMATING 
Learn How the Pros Figure The Big Jobs By 

Poundage-Square Footage — Linear footage — 
Fittings. This information is ordinarily very closely 
guarded and is invaluable to the progressive shop 
or individual. 


Send check or money order $3.50 made out to 


W.A.C. Co. 
Medway 3, Mass 


| 
| 
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FLOAT VALVES for. 


Evaporative Coolers, Poultry 
Troughs, etc. 


a] 
Operates in 1” of water. 
DAN MOREY 


814 S. Rebertson 
les Angeles 35, Calif. 


MONMOUTH 
HUMIDIFIERS 


Made in various 
capacities up to 


Write for descriptive 

literature, prices and 

discounts. Effective 
control of humidity is positively 

assured by installing Monmouth Humidifiers. Simple 

installation and greater customer satisfaction mean 

larger profits. 

CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohio 


J AIR Loss 


AIR 
DISTRIBUTION 


IN 30 SECONDS 
with 
safe + fast + positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Kilgore, inc., Westerville, Ohio 


SPECIAL MESSAGE NO. 4 FOR MANUFACTURERS 


your 


... keep your line 

busy! Advertise 

consistently in the 
Sewice Section. 


ney © Products must be moved to show profits and 
asic moving method is advertising. 


For this you need the best possible coverage, and 

you can get it with advertising in American Artisan's 

Service Section. That's one sure way to sell your products 

and to assure complete and economical coverage. It's 

a real buy when you consider you're reaching over 10,000 

GUARANTEED readers each month at a cost of less 

than !/gc for each reader. We'll help with the prepara- 

tion of copy, too. Just send us literature and we'll supply 

v a copy suggestion at no cost. If you decide to use space, 

Ww the charge is merely $14.00 per column inch per month. 


more information available 


Your advertisement in this one 
column by one inch space costs 
only $14.00 per issue — and we'll 
provide copy service 
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phone, write, wire 
AMERICAN ARTISAN 
6 North Michigan Ave. 
Chicago 2, Illinois 
Phone — STate 2-6916 
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SALES ARE SOARING 
FOR SOUND REASONS 


REASON NO. 1. When an installer 
investigates METLVENT for the first 
time he quickly discovers it's the best 
designed, best constructed gas vent 
pipe on the market. There are no loose 
parts. Inner and outer pipes are curled 
together and properly spaced PER- 
MANENTLY. Bottom edges of all 
members are curled to give them rig- 
idity, guard against damage and in- 
sure original perfect shape for easy 
joining. 


REASON NO. 2. When he actually 
usesitonthejob he finds it the easiest 
of all to install. Units go together like 
slipping a hand in a glove. No screws 
at the joints are required... the lock- 
ing ring is simply slipped down over 
the tabs which instantly engage and 
lock securely. The result is the finest 
possible installation at a very consid- 
erable saving in installation time and 
cost ... and another installer sold 
completely on using METLVENT 
exclusively. 


REASON NO. 3. We maintain one 
of the largest inventories of completed 
items in the nation... everything you 
need ... for prompt shipment from 
our central location to every point of 
the compass. You can be sure of 
having what you want when you need 
it. ls it any wonder METLVENT sales 
are soaring? 


Try METLVENT on your next job and 
you, too, will be sold to the hilt. See 
it at your H&C Jobbers. 


INDOOR COMFORT 


HART & COOLEY 
MANUFACTURING CO. 


500 EAST EIGHTH ST., HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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QUALITY 
FURNACE 
ACCESSORIES 


An added reason why SO MANY 
PREFER H&C AS THE SOURCE OF ALL 


| THEIR REGISTER, GRILLE AND DIFFUSER 
REQUIREMENTS 
« Available to you from the same source that offers the very finest 


in grilles, registers and diffusers for all types of installations, is 
a full line of time-and-money-saving furnace accessories .. . 
carefully engineered for convenience and perfect functioning. 
Ask your H&C Jobber for a copy of our current Catalog ‘'C", 
showing the full line. 


PULLEYS 


available with 
or without 


screweye at- 
tachment, %<" No. 70 KWIK WAY 


& 1%” wheels. DAMPER 
Also ballbear- REGULATOR SET 

ing type with for larger dampers. 
1¥," wheel. Bearings are fastened 
securely by one ham- 
mer blow. Retractable 
bearing bolts. No. 69, 
for smaller dampers, 
similar but furnished 
with one bearing. 


No. 77 
DAMPER 
REGULATOR SET 
with indicating dial and 
KWIK-WAY bearings. 
No. 80%, with 2 solid 
bearings. 


en tal i FURNACE CHAIN: three types, flat link safety chain as shown and 
Le two types wire chain available. Furnished in 30’, 36’, 100’ cartons and 
Dampers for use in 4” to 10” round p 


pe. 500’ reels. Also special lengths and hooks. 
Ideal for perimetet+ systems. 
zes have 1 bearing, 7” to. 


ALSO Warm Air Dampers, Damper Tips and Clips, Furnace Regu- wimere rj 
lator Sets, ‘'S'’ Hooks and Heavy Duty Casing Clips. iu 
INDOOR COMFORT 


HART & COOLEY 


500 EAST EIGHTH ST., HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 


7 
Single and double rivet 
every installer's require- 
ments for draw band lug f 
= 
i 
we. 4 
all metal Parts: 
| up to 18 gauge. 
021 


PushButton 
Top value in modern Combines D'LUXline design 
design and perform- and appeal of Push Buttons 
ance. for finest comfort control. 


D"LUX @ine (Feature photo above) 


The ultimate in comfort temperature control. 


WH 


St. Louis 6, Missouri 
1209 Cass Avenue 


White-Rodgers Thermostats 
with the STRAIGHT-LINE look! 


Designed to help you sell more! Engineered to do more! 
Sealed mercury contacts... Level Bubble mounting plate... 
Adjustable anticipation... PushButton heating-cooling 
sub-bases... Distinctive styling by famed Earl Claus. 


Write for full color folder R-1691 


ITE-RODGERS 


Toronto 8, Canada Basel, Switzerland 
611 Gerrard St. East Miunchensteinerstrasse 2 
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